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FURNACES 


PIPE OR PIPELESS 














S TILL the choice of 


wise dealers. 


We would be glad to give 
you all the reasons why. 
Let us talk agency details 
with you. Write today. 








EEPING up the standard is the constant desire of the entire organization of The Wise Furnace Com- 

K pany. - The high quality of the “WISE” has always ‘been maintained. It is not the aim of this 

Company to produce the cheapest furnace, but the best. For sixteen years “WISE” furnaces have 

been built on a quality basis. Thousands of satisfied users are proof that “WISE” heaters are built for 
service, and that they contain every convenience that it is possible to embody in the best. 


Perhaps our agency for your territory is open. If it is it would pay you to secure it. 


Write today for illustrated catalogs and circulars 


WISE FURNACE COMPANY 


AKRON, OHIO ee 














Published Weekly. Entered as Second-Class Matter June 25 1885 at the Post Office at Chicago Illinois under Act of March 3rd 1575 
ALPHABETICAL INDEX AND CLASSIFIED LIST OF ADVERTISERS, Pages 46 and 47 
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QUICK MEAL 


Blue, Black or White 
Porcelain Enameled 
Coal Ranges 


are the most up-to-date 
ranges made. 
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They will last a lifetime. 


Place your orders now. 


Quick Meal Stove Co. 


Division of American Stove Co. 
825 Chouteau Avenue 
St. Louis, Mo. 
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407-13 South 10th. Street 


Rush Orders 


need prompt attention and 
we have two buildings full of 
Furnaces and Furnace Sup- 
plies to take care of your 


rush orders during the busy 
season. 


And, Mr. Dealer, you will be 
able to handle more jobs 
in less time if you install 


NESBIT, WEIR or 
PEERLESS-GRAVITY 


(single register) Furnaces, 
HANDY Furnace Pipe and 
ROCK ISLAND Registers. 
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“The Standard People” Sell “Standard Goods”” = 
Our Complete Line of Catalogues Are Yours on Request 


STANDARD FURNACE & SUPPLY CO. 


OMAHA, NEBRASKA 
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FOUNDED 1880 


BY 
DANIEL STERN 
Thoroughly Covers 
The Hardware, Stove, 
Sheet Metal, and Warm 
Air Heating and Venti- 
lating Interests 


Herd 


PUBLISHED EVERY SATURDAY BY ESTATE OF DANIEL STERN 


Terms OF SUBSCRIPTION IN THE UNITED STATES AND ITs Possessions (Invariably in Advance) ONE Year Postace Par $2.00 
ForEIGN COUNTRIES ONE YEAR PostaGE Paip $4.00 CaNapA ONE YEAR PosTaGE Parp $3.00 
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Two important groups of manufacturers 
met in Chicago during the past week to con- 
sider ways and means for 

No Cause for keeping their employes busy 

Hesitancy. on production during the 
coming year. 

At both meetings the prevailing opinion 
was that in no sense could it be said that their 
particular line had reached the “saturation 
point,” beyond which the industry could not 
reasonably expect much more increase in 
sales than would ordinarily come with the 
growth in population. 

As a natural corollary, it was also freely ex- 
pressed that every manufacturer in these two 
lines ought to look upon the coming year as 
one in which his business should show a ma- 
terial increase, both in production and in 
sales. 

Both groups manufacture articles sold by 
retail hardware stores, and the retailers will, 
of course, be expected to share in this growth 
—but the proportion of their share will de- 
pend almost entirely upon the manner in 
which they, themselves, go about their busi- 
ness during 1921. 

While possibly there may be some reduc- 
tions in prices, it is only fair to state that in 
hardware and kindred lines extremely high 
prices and extraordinary profits have not 
been the rule, and such price reductions as 
may come may not be of great importance. 

It is also reasonable to expect that any 
house which is now selling goods for next 
year will take proper care of its customers if 
and when reductions are made, even though 
no absolute “price guarantee” is given. 

There should, under these circumstances, 
be no hesitancy upon the part of retail hard- 
ware dealers as to the placing of orders for 
“future delivery,” for unless they have a well 
assorted stock, properly kept up as to sizes 
and styles, they will not be in position to take 


advantage of the increased buying when it 
comes, as it is bound to do. 
¢ ¢ © © 

Each year finds more motorists using their 
cars during the winter months. This is due 
mainly to the increase in 
number of automotive acces- 
sories which provide comfort 
in cold weather, such as car 
heaters, foot warmers and cozy robes. There 
are several reliable anti-freezing mixtures on 
the market which prevent water in the auto- 
mobile radiator from freezing. Also, there 
are radiator covers and adjustable radiator 
shutters for winter use. All these mean sub- 
stantial profits for the hardware dealer who 
handles automotive supplies. Now is the time 


to push their sale. 
ee ¢ ¢lUD™lCUMD 


Sell Winter 


Accessories 


Ever since man was created, there has been 
an obligation upon him to render some spe- 
cific service in recompense for 

Service which certain rewards were 

Only Basis = promised to him. 

for Reward. The world owes no man a 

living. 

To justify our existence, we must all per- 
form some useful work; render some useful 
service; be of real use to mankind. 

More particularly, the man who is busi- 
ness—be he a retail hardware dealer, a sheet 
metal contractor or worker, an installer of 
warm air heating and ventilating apparatus— 
must render a specific, efficient service to the 
people from whom he expects to make his 
living. 

The fact that he has invested a sum of 
money in a stock of hardware or in the equip- 
ment of a shop, is not in itself sufficient cause 
for him to expect the community in which 
he does business to yield him an income. 

To be sure, he does render a measure of 
service by investing his money in that man- 
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ner, but if he stops there, he will never have 
enough earnings from his business to make 
his account of much importance to his 
banker. 

Taking a lesson from the building of 
homes, we find houses that are mere shacks; 
no provisions for gas or electric light; no 
running water; no heating apparatus—just a 
shell with doors and windows. Then there 
is the house with water, gas and electric 
service; the openings are provided with 
screens for summer and storm windows and 
doors for winter. There is a warm air heater 
in the basement and a modern stove in the 
kitchen; a well equipped bath room is in- 
cluded in the arrangement of the house. 
And then we have the modern apartment, 
with its multitude of conveniences, such as 
heating, ice and automatic hot water supply, 
janitor service and many other provisions 
for the comfort of the occupants. . 

The builders of these three classes of resi- 
dences are all rendering a service, but is there 
any one who will say that the owner of the 
shack is entitled to the same compensation as 
the owner of the modern house, or that the 
latter should receive the same rent as the 
apartment owner? 

It is all a matter of service. Whoever 
renders a small amount of service is entitled 
only to a small compensation, and the more 
efficient your service is the greater also will 
be your reward. 

In making your business of real service to 
the people in your community you must first 
know what to buy, where to buy, how much 
to buy, what to pay. 

All of this information you can gain most 
effectively from a careful perusal of 
American Artisan and Hardware Record 
every week—its editorial and departmental 
pages, its advertising pages, its weekly con- 
rected market reports. The latter feature is 
exclusive with American Artisan and 
Hardware Record. No other publication fur- 
nishes a complete weekly report of the prices 
of hardware and metals in the Central and 
Western markets. 

After the goods have been bought, they 
must be received, checked off, placed in stock, 
displayed to the best advantage, advertised 
and sold before the retail hardware dealer 
can count his reward for service in actual 
cash. 


Here again, American Artisan and 
Hardware Retord is of great service to the 
dealer. Its articles on stock arrangement, 
accounting, window displays, selling, bill col- 
lecting, advertising—all written by men who 
know their subject thoroughly, from practi- 
cal experience—give valuable suggestions 
every week, by which the dealer can mate- 
rially improve his service and thereby in- 
crease his sales and profits. 

In its sheet metal and heating and ventilat- 
ing departments, American Artisan and 
Hardware Record furnishes every week prac- 
tical helps which enable the worker in these 
lines to render more efficient service to his 
customers, with the natural growth of busi- 
ness which comes as a result of such ef- 
ficient service. 

Service—efficient service—is the keyword 
to success today, in far higher degree than 
ever in the history of mankind. 

Your success, your progress, your pros- 
perity is based on the amount and the char- 
acter of service you render to the people of 
your community, and American Artisan and 
Hardware Record has proved itself a most 
efficient assistant to business men in this im- 
portant field, as evidenced by the thousands 
of letters received from retail hardware deal- 
ers, sheet metal workers and installers of 
heating and ventilating apparatus. 

The closer attention you give to the study 
of the editorials, merchandising articles, ad- 
vertising and window display _ stories, 
treatises on sheet metal and warm air heating 
and ventilating installations, the market 
notes, the advertisements and all the other 
useful, instructive information contained in 
each weekly issue of American Artisan and 
Hardware Record, the better. will be your 
chances for the success, the progress, the 


growth in prosperity you seek. 
$o¢¢¢ @ 


No man likes to be called a skinflint. Stin- 
giness in any form is hateful. The trouble is 
that some of its forms are 
not easily recognized. Take 
the case of the merchant who 
pays his dues promptly in his 
trade association but neglects to attend its 
meetings. In reality, he is stingy toward his 
fellow members—stingy of his moral sup- 
port, stingy of his ideas for betterment, 
stingy of his enthusiasm and energy for the 
common good of the trade. 


A Form of 
Stinginess 
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Random Notes and Sketches 


By Sidney Arnold 





\V. D. (“Bill”) Lewis, Chicago manager of the Yale 
and Towne Manufacturing Company, is the proud 
jather of a young lock salesman who arrived a few 
days ago to increase the population of the Woodlawn 
district on the South Side. 

Both “Bill” and the Junior are doing very well and 
\rs. Lewis thinks that the young man is going to 
vrow up to be wiser than President-elect Harding and 
handsomer than “Bill” himself, which is saying “some.” 

* ok * 


james B. Robinson, of the Hart & Cooley Company, 
New 3ritain, Connecticut, was in Chicago during the 
week attending the meeting of the warm air heater 
manufacturers, and I had a pleasant visit with him. 

“Jim” looks at conditions in a very level-headed way. 
He says that from now on, necessities rather than lux- 
uries will have the big call, and that with the re- 
newed activities in building operations, there is bound 
to be a strong and steady demand for such items as 
warm air heaters and accessories. 

e « ~* 

George Harms, of F. Meyer & Brother Company, 
Peoria, Illinois, is one of those who can divide their 
attention amoag half a dozen different important mat- 
ters and give serious consideration to all of them. 

During the meeting of the warm air heater manufac- 
turers which was held in Chicago during this week, 
he was about as busy as a one armed shoemaker with 
the hives, but in contradistinction to this hapless in- 
dividual, George accomplished something _ besides 
scratching. 

k OK 1K 

I enjoy every day of the week. Always there is va- 
riety to keep off monotony—pleasant letters, kindly 
suggestions, and visits from friends. This week, for 
example, A. N. Brayer and J. G. Shriner of the Co- 
operative Foundry Company, Rochester, New York, 
came to see me. 

*K 2K 

The many friends of Samuel H. Jacobs, Vice-presi- 
lent and General Sales Agent of Fanner Manufactur- 
ing Company, Cleveland, Ohio, will regret to learn 
that he is seriously ill at Saint Luke’s Hospital in that 
city. 

Mr. Jacobs enjoys the distinction of having personal 
acquaintance with more stove manufacturers than any 
other man in the business, and I am sure that all of 
them will send him a word of cheer and a wish for his 
speedy recovery. 

None of us is free from blunders. But the most 
phlegmatic of us can, by taking thought, avoid the big 
mistakes which weaken the purposes of life. 

Here are the seven mistakes which must be shunned, 
if we are to make progress. I found them the other 
day in my scrap book. 

1. The delusion that individual advancement is 
made by crushing others down. 

2. The tendency to worry about things that cannot 
be changed or corrected. 


3. Insisting that a thing is impossible because we, 
ourselves, can not accomplish it. 

4. Attempting to compel other persons to believe 
and live as we do. 

5. Neglect in developing and refining the mind by 
not acquiring the habit of reading fine literature. 

6. Refusing to set aside trivial preferences in order 
that important things may be accomplished. 

7. Failure to establish the habit of saving money. 
ok * *K 

Be sure to make your meaning clear, is the advice 
of my friend Frank T. Daly, of Jackson, Michigan, 
President Michigan Sheet Metal Contractors’ Asso- 
ciation. 

He submits the following incident in support of the 
advice : 

An old gentleman was being shaved by a barber 
who had evidently become unnerved by the previous 
night’s dissipation. 

Finally he cut the gentleman’s chin. 

The latter looked up at the man reproachfully and 
said : 

“You see, my man, what comes of hard drinking.” 

“Yes, sir,” said the barber, consolingly, “it makes 


the skin tender.” 
x * x 


I enjoy puns. A whimsical play on words always 


amuses me. 

Here is one for which I render thanks to my friend 
Al Friedley of Friedley-Voshardt Company, Chicago, 
Illinois : 

“All babies, no matter what their nationalities, be- 
long to one race.” 

“What might that be?” 


“The yell-oh race.” 
x * x 


Socrates is credited with the advice," Know thyself.” 

Since his day, an immense literature has been de- 
veloped dealing with self-culture and self-analysis. 

What we need now is more stress upon a different 
counsel, namely, “Know thy neighbor.” 

For our own good and happiness we ought to get ac- 
quainted with the other fellow. 

Here is an aspect of the matter, set forth in verses 
taken from the Express Messenger : 

Get Acquainted. 


When you get to know a fellow, know his joys and know 


his cares, 
When you come to understand him and the burdens that 


he bears, 
When you’ve learned the fight he’s making and the troubles 
in his way, — 
Then you find that he is different than you thought him 
yesterday. 


You find his thoughts are sensible and there’s not so much 
to blame ; 

In the man you lightly jeered at when you only knew his 
name. 


When next you start in sneering and your phrases turn to 
blame, 


Learn more of him you censure than his business and his 
name; 

For it’s likely that acquaintance would your prejudice 
dispel, 

And you'd really come to like him if you knew him very 
well, 

When you get to know a fellow and you understand his 
ways, 

His faults won’t really matter, for you'll find a lot to 
praise. 
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Up- to-the-Minute News Siftings 


Items of Interest to Dealers Gleaned from Many Fields. 
National and Local Business Plans, Problems, and Practices. 





GOVERNMENT PROTECTS HOLDERS 
OF LIBERTY BONDS. 


Warning that “The Government can protect those 
who hold their Liberty bonds and buy more, but can 
not protect those who sell at present prices,” is con- 
tained in a press association dispatch giving a review 
of financial conditions issued by the Federal Reserve 
Board at Washington, D. C. 

That seems to hit what “Babe” Ruth considers a 
home run. 

No intelligent American who lent money to the 
Government of the United States as a contribution to 
the winning of the war through the purchase of Lib- 
erty bonds has ever doubted that he or she would re- 
ceive the principal back in gold coin on the maturity 
date of the bond, meanwhile drawing the stated interest. 

However, there seem to have been hundreds of 
thousands of less intelligent persons who, for one 
reason or another, have sold their bonds for less than 
they paid for them. They are beyond protection. 

The purchaser who holds his bond, however, need 
never fear loss of protection. 





Makes the Fireplace Useful as 
Well as Ornamental. 


Many of the stove dealer’s patrons have fireplaces 
in their homes. 

Wood is too expensive to burn in them. Hence, they 
remain merely ornamental. 

The stove dealer can do such patrons an agreeable 
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Solarglo Heater, Made by Roberts & Mander Stove Com- 
pany, Philadelphia, Pennsylvania. 


service and gain profit by explaining to them the ad- 
vantages of and selling them a “Solarglo Heater.” 
This heater—which is depicted in the illustration 
herewith—is manufactured by Roberts & Mander 
Stove Company, Philadelphia, Pennsylvania. 
It is said to give all the comfort and heat of the old- 


fashioned fireplace without the ashes, smoke and work. 
The “Solarglo” burner is described as being con- 
structed on the most modern principle, producing a 
steady blue inner cone flame like the blowpipe. 
Particulars and terms to dealers may be obtained by 
writing to the manufacturers. 





Is Granted Patent Rights for 
Heating Stove. 


Under number 1,355,244, United States patent 
rights have been granted to Finus E. Murphy, Ridgely, 
Tennessee, for a heating stove described as follows: 

A reversible stove body hav- 
ing means at the top and bottom 
to receive supporting legs, said 
body having a door opening at 
one side thereof and a smoke 
pipe opening at the opposite side 
thereof, said body further having 
a damper opening adjacent the 
top and bottom, dampers con- 
trolling the damper openings, a door for the door open- 
ing, and a smoke pipe connected with the smoke pipe 
opening. 











William F. Dougherty Passes Away. 


William F. Dougherty, for fifty-five years in the 
business of manufacturing hotel and kitchen equip- 
ment, died Tuesday, November 11th, at his home in 
Wynnefield, a Philadelphia suburb, after a six months’ 
illness. 

Mr. Dougherty was head of the firm of William F. 
Dougherty and Sons, long located at 925 Arch Street, 
Philadelphia, and was widely known in business cir- 
cles. He was also one of the oldest and most promi- 
nent members of the Order of Elks, Philadelphia 
Lodge Number 2. 

Mr. Dougherty was buried Friday morning at 8 
o'clock from his residence, 5205 Overbrook Avenue. 
Solemn high mass of requiem was celebrated at St. 
Matthias’ Catholic Church, Bala, and interment was 
in Holy Sepulchre Cemetery. 

The dead manufacturer is survived by a widow, Mrs. 
Mary A. Dougherty, and seven children, Mrs. Edward 
Lynch, Mrs. Thomas Keenan and Charles J., William 
D., Jr., Joseph S., John R. and Edward B. Dougherty. 





It Depends on Who Owns it. 


“There’s more lying about money,” says the Kodak 
Magazine, “than about any other one thing in the 
world. Money isn’t half the curse it’s often painted— 
nor half the blessing. It all depends on who owns it.” 





Each is a world in himself. 
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The Week’s Hardware Record 


What Retailers, Jobbers, and Manufacturers Are Doing. 
Laiest Selling Methods. Experiences of Successful Men. 





MERCHANDISE STOCKS WILL BE 
SMALLER BY NEW YEAR’S. 


Post-war readjustment, about which the country has 
been talking, finally is at hand with no prospect of 
financial panic in sight, according to Archer Wall 
Douglas, chairman of the Committee on Statistics of 
the Chamber of Commerce of the United States, whose 
monthly report on business conditions was made public 
this week. 

The course of prices, the report sets forth, will con- 
tinue downward. Merchandise stocks by January 1 
will be smaller than for many years. 

“We are over the top and on the down grade in most 
phases of industrial and commercial life,” says the re- 
port, “although there still continue to be exceptions to 
this general statement. 

“Finished lines of metals, drugs and automobile 
sundries are among the most notable exceptions, espe- 
cially as to price changes, which are few as yet in these 
particular branches of business. 

“Demand in all lines is slackening. It is everywhere 
a case of most conservative buying rather than any 
great increase in supply. 

“We are having a vivid illustration of how our usual 
volume of business is made up largely of things people 
do not really need. 

“Also, we see how people will get along without 
things they once thought indispensable, once the fit 
of economy is on them. 

“Manufacturing and mining are meeting the situa- 
tion, in the usual fashion, by running on reduced time 
or shutting down altogether. This has already meant, 
in some cases, reduced wages. Zinc, lead and copper 
mines see no call for going on producing when they 
can not sell their ores and when prices keep on de- 
clining. Just now the need 


to how to maintain adequate production at reasonably 
remunerative prices. 

“Industrial life, in time, will doubtless be more 
democratized than at present but we are not headed in 
the direction of running factories by committees. 

“The entire commercial world is setting its house in 
order by reducing commitments, collecting outstanding 
accounts, and bringing down stocks of merchandise to 
the requirements of reduced demand. And it is all 
being done soberly and advisedly. 

“All are awaiting that psychological time, the first of 
the year, when the current of events and the general 
trend shall be more readily discerned and more easily 
interpreted. 

“Meanwhile, much definite action is being postponed. 
Merchandise stocks in general will then be far less than 
for several years.” 





Refined Glassware Is an Aid 
to Home Economy. 


That refined glassware, properly selected, is an aid 
to home economy is a fact that is not generally ap- 
preciated according to Mr. Fee, General Manager of 
the Central Glass Works, Wheeling, West Virginia. 

For glassware is a necessity, and without being ex- 
travagant, the Lady of the Household can not resort 
to the rare antiques of high grade imported crystal 
ware. 

Thanks, however, to American invention and Ameri- 
can ingenuity, it is no longer necessary for the pur- 
chasing member of the household to pay a fancy price 
for plain things, or a plain price for fancy things. 

Glass making, no doubt, originated in Egypt. At 
any event, we have records of it as far back as 1500 
B.C. 


Later the art of blowing 





of the country seems to be ST TT TT 


for more consumption rather 
than more production. 
“Talk of stabilizing prices, 
so as to save the situation, 
no longer interest any one 
save a few hopeless the- 
orists. The laws of supply 
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It is worth while to keep in mind the 
fact that AMERICAN ARTISAN AND 
HARDWARE RECORD is the only publi- much the sarhe way as a 
calion containing Western hardware and 
metal prices corrected weekly. You will 
find these prices on pages 40 to 45 inclusive. —§ of glassware has continu- 


glass was discovered and it 
was found that symmetrical 
forms might be blown in 


child blows bubbles. 
From this time, the use 
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and demand will, in time, 
regulate matters. 

“The entire business world is steadily trending to 
that readjustment which we have talked about so long. 

“We have been through it before, several times, and 
we will go through it again, and successfully. 

“This time it is robbed of its greatest terror, finan- 
cal panic and ensuing disaster. And through it all, the 
Federal Reserve Bank System will be a refuge. 

“Theories of great and startling changes in the 
framework and organization of manufacturing life are 
dying out in view of the exigencies of the occasion as 


creased, and today thousands 
of pieces of beautiful glassware are turned out in the 
time formerly required to make a single piece. 

This ultimate achievement in table glassware is dis- 
tinctly different from all others. 

It has many features, many advantages that are 
peculiarly its own, straight lines, squared handles, sim- 
ple beauty, superior strength and great brilliancy. 

It is essentially a product of a special process of 
annealing, a method of tempering glass at a high de- 
gree of heat, heretofore believed to be impossible. 

The judicious housewife may now buy glassware 
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with a beautiful finish and brilliancy at a price that is 
insignificant in comparison with its former price. 

As the home is more than a place to eat and sleep, 
beauty, comfort and attractiveness are requirements 
that must not be neglected. 

The use of dainty glassware need not cease with its 
removal from the table. 

Nothing is more attractive than a cabinet of spark- 
ling, clear glassware, and the home folks or guests 
are aided in their enjoyment of a good meal when the 
table is carefully set with this scintillating article, 
glassware. : 

As the most successful hostesses are those that give 
much thought and time to the family table, it follows 
naturally that by taking advantage of these latest crea- 
tions of the glass makers’ art, household economy is 
effected. 

It does not need any Icngthy reasoning for the hard- 
ware dealer to understand the profits that can be had 
by carrying in stock and selling a comprehensive selec- 
tion of good table glassware. 





Tells How Stillson Wrench 
Was Invented. 


An unusually interesting story of the invention of 
the Stillson wrench is told by Howard Coonley, Presi- 
dent Walworth Manufacturing Company in the No- 
vember edition of the Chan Farco Beacon, the cleverly 
edited house organ of Chandler and Farquhar Com- 
pany, Boston, Massachusetts, as follows: 

Every member of the Walworth family is proud of 
the story of Daniel Stillson. Back of the element of 
human interest it carries one of the principles upon 
which the success of our company is founded. 

The story has been a constant inspiration to us. Per- 
haps it will be the same to you. 

Daniel Stillson reached his manhood some years 
before the outbreak of the Civil War. 

He was a natural mechanic, and liked nothing better 
than to experiment with machinery. 

He held numerous jobs in different parts of the 
country until 1861, when he enlisted in the Union Navy 
as a fireman. 

During the greater part of the war Stillson was a 
member of the crew of a Union gunboat which was 
chasing blockade runners in Southern waters and hav- 
ing many exciting adventures. 

At one time he was aboard this ship when it ran 
down a British privateer in the Gulf of Mexico, and 
Stilfson was put aboard as a member of the prize crew 
under an engineer who later became chief engineer for 
the Walworth Manufacturing Company. 

Daniel Stillson’s mechanical skill attracted the at- 
tention of his superior officer, with the result that after 
the war Stillson came to our company as a mechanic. 

Daniel Stillson was never content to let his brain re- 
main idle while his hands worked. 

He was not that kind of a mechanic. Day after day 
he tried to devise new and easier ways of doing things 
and he was adept at fashioning simple labor-saving 
devices. , 

One day he appeared in the office of the Chief En- 
gineer with the model of a wrench, made to grip a pipe. 

Stillson explained his idea and was authorized to 


make a sample wrench of steel and try it on a piece of 
three-quarter-inch pipe. 

“Tf you twist the pipe, bring it back,” said the chief 
engineer. “If you break the wrench I’m not inter- 
ested.” 

Some days later Stillson reappeared with his wrench 
intact and a piece of pipe badly twisted. 

Thus the now-famous Stillson wrench came into 
existence. 

Today, under various names, Stillson’s wrench is 
serving millions of craftsmen all over the world. 

Our company had the exclusive manufacture of the 
wrench.until the patent expired. Today the Genuine 
Walworth Stillson Wrench is practically the same as 
Daniel Stillson’s original model. 

Stillson succeeded by applying his knowledge and 
skill and making the most of his time. 

He succeeded because he seized his opportunity. 

There is equal opportunity open to any man who is 
not afraid of hard work and who can use his brain. 

The man who thinks as he works can not be kept 
down. 

It was true in 1869 when Daniel Stillson made the 
first Stillson Wrench, and it is true today. 

A man builds for his own future and that of his com- 
munity and his country, on his own constructive 
thought. 

Daniel Stillson built his wrench well—so well, in 
fact, that though we have had experts working on it 
constantly, we have been able to make no improve- 
ments of importance. 





Patents Stationary Knife 
For Lawn Mowers. 


Cleland Coldwell Ross, Newburg, New York, has 
procured United States patent rights, under number 
1,355,509, for a stationary knife for lawn mowers de- 
scribed in the following: 

A stationary knife for lawn 
/ mowers, comprising a main body 
? consisting of a flat sheet of wrought 
““@ metal of substantially uniform 
thickness throughout its main por- 
tions, and provided along a longitudinal edge, with an 
upwardly extending inclined lip of less thickness than 
the main portion of the blade, and a tempered cutting 
edge portion united to said lip and the adjacent por- 
tions of the main body, said edge portion lying upon 
the upper face of said lip and being provided with a 
cutting edge at the upper edge of its outer face, located 
above said lip and above the plane of the main portion 
of theemain body of the knife. 





Ue] 
1,355,509. 





Shows Three Generations 
of Hardware Ads. 


Recently there was printed a page of local advertis- 
ing in the Syracuse Journal, Syracuse, New York. 

It showed the evolution of the hardware store of 
Alex Grant’s Sons. 

The page was made up of samples of three genera- 
tions of hardware advertisements. 

Examples from the years 1868, 1876, and 1920 were 
displayed. 
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Credit Is an Endless Chain in Its Operation to and from 
Manufacturer, Jobber, Dealer, and Back Again. 


Credit Is Based Chiefly on Confidence and the Word 
Itself Comes from a Latin Verb Meaning To Believe. 





One of the most instructive addresses at the conven- 
tion of the National Hardware Association, held the 
recently in Atlantic City, New Jersey, was delivered 
by W. B. Munroe of Supple-Riddle Hardware Com- 
pany, Philadelphia, Pennsylvania. 

Mr. Munroe spoke on the subject of “Improvement 
of Credit Conditions.” 

He called attention to a phase of the matter which 
is not given enough promi- 
nence in the treatment of — Illini 
credits. 

In other words, as he in- 
dicated, the creditor is also 
frequently a borrower and, 
hence, needs to study credits 
from both sides of the ques- 
tion. 

The full text of Mr. Mun- 
roe’s helpful address is here- 
with subjoined: 

Commercial credit means 
the exchange of merchandise 
or money for a promise to 
refund or repay at some 
definite future time. 

Credit seems to be as old 
as the world and if credit 
was necessary in the busi- 
ness of past ages, it is much 
more an essential of com- 
merce at the present time. 

You all know that all the 
money in the world is but a 
very small amount» when 
compared to the volume of 
business transacted every 
day. 

You all know the necessity of credit and that it has 
always existed in the world. 

You will all agree with me that credit conditions have 
improved very materially in the last hundred years. 

What was responsible for the improvement in credit 
conditions up to date? 


under seal. 


enterprises. 


ages. 


IHNNNNULUNUII 


Changed conditions in business made it necessary ; 
which were the natural result of the world’s general 
progress. 


Credit as you all know, is based largely upon con- 
fidence, and the derivation of the word (from credo— 
I believe) implies faith. 

This faith or confidence rests upon a belief in the 
ability of the person to whom credit is extended to pay 
the obligation undertaken. 

Every creditor is also a debtor and vice versa; so 
that the problem has two sides: How to get credit as 
well as to whom to give credit. 


The belief is growing that cus- 
tomers should and will consider 
in all fairness of mind the strain 
that the abuse of sales terms is 
imposing upon our commercial 
well being, and make it just as 
important a rule of personal con- 
duct not to violate the merchan- 
dise sale contracts as to live 
strictly up to the contract made 


From one angle of the matter, 
credit is the pith and marrow of 
business. It makes possible great 
It substitutes in- 
telligent trust in one another for 
the suspicion and trickery of past 


Every creditor is also a debtor. 
Hence, the problem has two sides, 
namely, how to get credit as well 
as to whom to give credit. 


The granting of credit, therefore, involves not only 
confidence in the ability of the debtor to pay, but the 
time of the payment must be regulated and the matur- 
ity fixed at such period as will enable the creditor to 
meet his obligations as a debtor. 

Credit is an Endless Chain in its Operation. 

Each creditor collects what is due him; so that he in 
turn may satisfy his creditors and the question of terms 
must, therefore, be carefully 
considered also in the exten- 
sion of credit, and be so 
fixed that the merchant or 
manufacturer sha receive 
returns on what he sells, in 
time properly to meet his 
maturing debts or obliga- 
tions. 

If A pay B, the latter can 
pay C and so on around the 
circle. 

Too frequently, however, 
there seems to be a break in 
.the chain, on the part of our 
customer to take the longest 
time for settlement of his 
obligations that he can pos- 
sibly obtain. 

At the present time, when 
credit has been expanded al- 
most to the maximum limit 
is it, in your judgment, the 
time to arrange terms on a 
more reasonable basis? 

Credit is to some degree 
at least forced to contract 
instead of continuing to 
expand as in the last few years, for the reason that 
the manufacturers and merchants are being forced to 
shorter terms in marketing products, and are coming 
relatively nearer to a cash basis. 

The deep interest in this question of credit in recent 
years does not grow out of the fact that worse business 
conditions exist now than in earlier days. 


mT TT : - nian 
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The question merely assumes greater importance be- 
cause everywhere better business methods are being 
sought after. 

Sales terms in the wholesale hardware business and 
kindred lines have been sixty days for a number of 
years. 

Should Hardware Sales Term Be Shortened? 

Some people think we should attempt to shorten 
terms of sale in this business. I would like to hear a 
discussion of this subject from the floor and if any one 
thinks it should be attempted how and when the start 
should be made. 
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Many of us have found recently that selling terms 
and not merchandise was not a very profitable transac- 
tion on the price we have had to pay for borrowed 
money to meet our own obligations and I am wonder- 
ing if the time has come for the jobbing hardware 
business to shorten credits. 

Some of you may say it can not be done, that the 
retail hardware dealer has been educated for years to 
do business on long credits; and any attempt on the 
part of the wholesaler to shorten terms would work 
a hardship on our customers. 

To those of you who feel that way about it, I ask 
this question: How many of you keep an accurate rec- 
ord of your outstandings or accounts receivable? 

Do you know what portion of your outstandings are 
beyond the terms of sale and how far beyond the sixty 
day period these amounts extend ? 

Do you know what amount you sell on datings? 

Do you analyze each month your accounts receiv- 
able? 

Advises Monthly Analysis of Accounts. 

If any of you are not keeping records of that kind 
I suggest you start doing so at once; as the picture 
shown in that case may convince you that your cus- 
tomers are doing business largely on your capital. 

Perhaps an exhibit of that kind would teach us and 
demonstrate very clearly whether shortening of terms 
and prompt collections would be the thing for us to 
attempt to do at this time. 

Now, gentlemen, please remember I am not advo- 
cating a change in sales terms at this time, as the 
remedy for an improvement of credit conditions, but 
I do wish to go on record that insistence upon the 
faithful observance of our present terms of sale will 
head us in the right direction and bring us into closer 
and better standing with our customers. 

How to Avoid Ill Feeling. 

A debtor usually gets twice angry, once when he is 
asked to pay, and the second time when he has to pay. 
Why not, therefore, have it clearly understood when 
the debt is made that settlement of the obligation must 
be made at maturity, and in ninety-nine cases out of 


a hundred I am convinced and believe we will have 


more satisfied customers, and a larger volume of 
profitable business for us all. 

It is the indulgence in little annoyances that creates, 
eventually, the greatest disorders. 

I earnestly believe that our customers should, and 
will consider in all fairness of mind the strain that the 
abuse of sales terms is imposing upon our commercial 
well-being and make it just as important a rule of per- 
sonal conduct not to violate the merchandise sale con- 
tracts as to live strictly up to the contract under seal. 

The ideal condition may never be reached, when 
payment for goods will be made promptly at maturity, 
when each customer will pay and neither ask nor ex- 
pect favors, but I do believe and know we can improve 
our credit conditions very materially, by efficient co- 
operation and effective methods of collecting our ac- 
counts réceivable. 

In that way we can at least reduce if not entirely 
eliminate the abuse of sales terms, which has become 
one of the great evils of our commercial activities in 
the present day business. 
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Sell merchandise and not terms is my solution to the 


problem which confronts us for “The Improvement. 


of Credit Conditions.” 





Prices of Paint Materials Have 
Not Yet Changed Much, 


With the building activity not so good as had been 
expected, and inclination on the part of consumers 
to hold off, the volumes of new orders placed for 
paints, oils and varnishes is relatively quiet. 

Manufacturers are devoting their attention to filling 
old orders, and while stocks of mixed paints and var- 
nishes are said to be quite large the trade is quite op- 
timistic as to the future, and believes that the neces- 
sity for painting will bring in new business and keep 
them busy for some time to come. 

Prices have not yet shown any sharp declines in line 
with many other commodities owing to the shortage 
of raw materials and the high price of labor. 

The demand for the lead pigments continues quite 
active for this season of the year and corroders are 
still busy trying to catch up with old contracts. 

Despite the easy tone to the pig lead market, no. 
price changes have been made in the pigments. 

Manufacturers of barytes are now cleaning up old 
orders and are able to ship quite promptly. 

Prices hold steady within the previous range. 

The demand for blanc fixe is still far in excess of 
production, which has been curtailed by the scarcity 
of crude barytes. 

The demand for dry colors has let up considerably 
for the time being, but in some lines manufacturers 
are still behind in their orders and are able to use 
the present opportunity to catch up. 

With the exception of English vermillion, reds are 
generally holding quite steady, iron blues are moving 
in a routine way at steady prices, some lines of 
blacks are less active, but prices are generally well 
maintained. Spanish oxide continues scarce, and is 
firmly held. 

In view of a slow demand and larger stocks there 
is an easy tone to the market for all descriptions of 
varnish gums, but importers say that there is as yet no 
indication on the part of dealers to meet the lower 
values and push the goods. 

There is a good movement of glues in a jobbing 
way, and prices hold firm at previous levels. 

The demand for casein is of a routine character, and 
putty is moving along well at steady prices. 

Manufacturers of whiting are kept busy filling old 
orders. 





Zinc Oxide in Paint Lessens 
Danger of Fading. 


Paint in which suitable proportions of zinc oxide are 
used covers more surface than lead alone, according 
to leading paint technologists. Zinc oxide also im- 
parts toughness to the film, reduces chalking, gives the 
coating improved lustre, preserves the oil and lessens 
the danger of fading. 





A good way to become popular is to keep your 
troubles to yourself and go on smiling as ever. 
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Good Ideas for Window Display 


Practical Lessons from Exhibits in AMERICAN ARTISAN 
AND HARDWARE RECORD Window Display Competition. 
How to Get More Passers-By to Come into Your Store. 





FURNISHES EXAMPLE OF GOOD 
DISPLAY OF FLASHLIGHTS. 


Liberty Enlightening the World is a good symbol 
used in connection with the window display of flash- 
lights. 

Life thrives best in light. 

Noxious things develop in darkness and obscurity. 

Light is so familiar a thing that we rarely pause to 
think of its immense importance to us in work and 
play and civilization. 

It is beneficent. It reveals all things. It transmits 


The graphic value of the use of the Statue of Lib- 
erty in the center of this window exhibit was intensi- 
fied by Mr. Haynie’s illuminating it by night by small 
electric lamps—one lamp in the torch and another in 
the base of the statue. 

This window display of flashlights was used dur- 
ing the advertising campaign of the EverReady Lib- 
erty Daylo flashlights. 

As described by Mr. Haynie, the large circles on 
each side of the statue were cut from composition 
board. They are about four feet in diameter. 

Pieces were cut from the circles in the shape of rays 





Window Display of Flashlights Planned and Installed by H. H. Haynie for A. Deutz and Brother, Laredo, Texas. 


ideas and shows us the love or hate in the eyes of 
human beings. 

Working through the microscope, light reaches 
down into the almost infinite depths of little things 
and shows us mysteries of tissue and cells. 

Light is not always beneficent, however. 

It has potentialities of vast disaster. 

Carrying a lighted candle into a basement filled 
with gas from a leaky main may result in the destruc- 
tion of a home and the loss of life. 

One might go on indefinitely in this strain, sug- 
gesting associations of ideas capable of being ex- 
ploited with profit in the selling of flashlights. 

The number of window display arrangements that 
can be made with flashlights is, therefore, beyond cal- 
culation. 

That excellent use of one group of association of 
ideas is made by H. H. Haynie is plainly evidenced 
in the window display, shown in the accompanying 
photograph, which he planned and arranged for A. 
Deutz and Brother, Laredo, Texas. 


and yellow crepe paper was placed on the back of the 
cut outs which were illuminated at night. 

The pieces cut from the circles were also used for 
displaying each style of flashlight separately. 

Dark red plush was the material employed for cov- 
ering the pedestals and floor. 

A. Deutz and Brother reported that this window 
display of nationally advertised flashlights was the 
means of greatly increasing the volume of sales dur- 
ing the time that it was on exhibit. 


Window Display Competition 
Teaches Gainful Thinking. 


Somewhere among the thousands of line which 
Shakespeare wrote is this saying: 

“There is nothing good nor bad, but thinking makes 
it so.” 

There is no good business nor bad business except 
as a result of good thinking or bad thinking, or lack 
of thinking. 
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If people do not think of your store, they will not 
come into it. 

If you do not think of your store, they will not come 
into it. ; 

If you do only a small amount of thinking about your 
store and the selling of your goods, you will do only 
a small amount of business. 

The more you think about the window display part 
of your store, the more sales you will make through 
that part of your store. 

These statements may seem to need qualification. 

The objection might be urged that thinking alone 
will not achieve the ends desired. 

The objection is not valid because thinking neces- 
sarily sets acton in motion. 

This is not a place nor is space available for show- 
ing the process by which our brains are coordinated 
with our muscles and how concentration of thought is 
the impetus to action. 

Suffice it to say that if you think long and intensely 
enough about window displays, you will be able to 
devise profitable arrangements of goods in this part 
of your store to the benefit of your bank account. 

Now it is a peculiar thing that very few of us do 
any thinking. 

The Great French mathematician Poincaré has said 
that few people love to think. 

Most of us need a tonic of the thoughts of others 
from outside of us to set us to thinking. 

That is the underlying motive in AMERICAN ARTISAN 
AND HARDWARE REcorD Window Display Competition. 

Its purpose is to get merchants to thinking about 
the improvement of their business through window ad- 
vertising. 

To get more profits out of your business you must 
get more customers into your store and make more 
sales. 

You must get people who pass your store to think 
about your store and think about the goods which you 
are selling in it. 

One of the best ways to do this is by means of 
thoughtfully designed and constructed window dis- 
plays. 

The window display contest now under way is a 
means of progress along these lines. 

It stimulates thought. 

It gives you the tonic of other men’s thoughts. 

It supplies you the necessary motive of competition 
so that you may think more deeply and effectively 
upon this phase of your business. 

Do not delay in entering this competition. 

Begin now to plan and devise window displays. 

Have photographs made of them. 

Write clear descriptions of the goods and _ back- 
ground that you used. 

Then send photographs and descriptions to 
AMERICAN ARTISAN AND HarpwarE Recorp Window 
Display Competition. 

The rules governing this contest are easy to under- 
stand and easy to observe. They .are herewith ap- 
pended: 


Award of Prizes. 
The prizes will be awarded as follows: 
First prize, $50.00 in cash, for the best photograph 


and description received of window display of hard- 
ware or kindred lines; 

Second prize, $25.00 in cash, for the photograph 
and description second in merit; 

Third prize, $15.00 in cash, for the photograph and 
description third in order of excellence; 

Fourth prize, $10.00 in cash, for the photograph 
and description fourth in degree of worthiness. 

Conditions of Competition. 

The conditions of the competition are as follows: 

The photograph must be accompanied by descrip- 
tions of how the window displays were arranged and 
the materials used.. The description is important and 
hence should be adequate. These photographs and 
descriptions may be sent by mail or express, charges 
prepaid, and must reach this office not later than Feb- 
ruary 15, 1921. Address all photographs and descrip- 
tions to AMERICAN ARTISAN AND HARDWARE RECORD 
Window Display Competition, 620 South Michigan 
Avenue, Chicago, Illinois. 

Each photograph and description must be signed by 
a fictitious name or device and the same name or 
device must be put in a sealed envelope containing 
the real name and address of the contestant. [his 
sealed envelope is to be enclosed with tne photograph. 
Contestants are permitted to enter as many photo- 
graphs of displays as they please. 

A Competition Committee of three will be ap- 
pointed. One of them will be an expert window 
dresser and one an experienced hardware man. This 
Committee will pass upon the merits of all photo- 
graphs and descriptions received, without knowing the 
names or addresses of the senders, and wilt decide the 
winners of the Competition. 

AMERICAN ARTISAN AND HARDWARE REcorRD re- 
serves the right to publish all photographs and de- 
scriptions submitted. 





Trade Opportunities in 
Foreign Lands. 

The Bureau of Foreign and Domestic Commerce 
through its Special Agents, Consular Officers and 
Commercial Attachés, is receiving information of op- 
portunities to sell hardware and kindred lines in sev- 
eral foreign countries. Names and locations will be 
supplied on request to the Bureau in Washington or 
its District Offices. Such requests should be made on 
separate sheets for each opportunity, stating the num- 
ber as given herewith: 


33966.—A commercial representative in Australia desires 
tc purchase or secure an agency for the sale of good quality 
hardware, enamel ware, cutlery, electrical household devices, 
and motor accessories. Quotations should be given f. o. b. 
New York, San Francisco, or Vancouver. Payment to be 
cash against documents on arrival of shipment. References. 

33969.—The representative of a firm in Australia is in 
the United States and desires to secure an agency for the 
sale of automobile accessories. References. 

33971—A commercial agency firm in Germany desires 
to be placed in communication with exporters with a view 
to securing their representation and import copper and other 
metals, pneumatic tubes and covers for automobiles, auto- 
mobile supplies, building accessories, etc. No reference 
offered. 

33973.—The representative of a trading corporation in 
Chile is in the United States and desires to secure an agency 
for the sale of hardware. References. 
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23977,—A firm of importers in Australia desires to secure 
colors, oils, waxes, gums, and general oil and colormen’s 
an agency for the sale of gold bronze powder, paints, dry 
lines. Terms: May import on indent or buy for own stock. 
References. ; ; 

34000,—A Belgian company desires to purchase or secure 
an agency for glass, household articles. Quotations should 
be given c. i. f£. Antwerp. Cash to be paid. Reference. 


Coming Conventions. 


Automotive Equipment Association, Coliseum, Chicago, 
Illinois, November 15, 16, 17, 18 and 19, 1920. William M. 
Webster, Commissioner, 1813-1818 City Hall Square Building, 
Chicago, Illinois. 

Automobile Accessories Branch of the National Hard- 
ware Association, Coliseum, St. Louis, Missouri, November 
30, December 1, 2, and 3, 1920, headquarters, Hotel Stat- 
ler. T. James Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia, Pennsylvania. 

Southern Association of Stove Manufacturers, Evans- 
ville, Indiana, December 6 and 7, 1920. W. H. Cloud, Secre- 
tary, 216 Glendora Avenue, Louisville, Kentucky. 

National Association of Sheet Metal Products Manufac- 
turers, La Salle Hotel, Chicago, Illinois, December 6 and 7, 
1920. D. C. Jones, Secretary, 1016 Commerce Building, St. 
Paul, Minnesota 

Texas Hardware and Implement Association, Adolphus 
Hotel, Dallas, Texas, January 18, 19, and 20, 1921. A. M. 
Cox, Secretary, 1808 Main street, Dallas, Texas. 

Western Retail Implement, Vehicle and Hardware Asso- 
ciation, Kansas City, January 18, 19 and 20, 1921. H. J. 
Hodge, Secretary, Abilene, Kansas. 

Pacific Northwest Hardware and Implement Association, 
Seattle, Washington, January 18, 19, 20, and 21, 1921. E. E. 
Lucas, secretary, Hutton Building, Spokane, Washington. 

Missouri Retail Hardware Association, Planters Hotel, 
St. Louis, Missouri, January 25, 26, and 27, 1921. F. X. 
Becherer, secretary, 5106 North Broadway, St. Louis, Missouri. 

Mountain States Hardware and Implement Association, 
Brown Palace Hotel, Denver, Colorado, January 25, 26, 27, 
1921. W. W. McAllister, Secretary-Treasurer, Boulder, Col- 
orado. 

Indiana Retail Hardware Association, January 25, 26, 27 
and 28, 1921. (Place to be announced later.) G. F. Sheely, 
Secretary, Argos, Indiana. 

Oregon Retail Hardware and Implement Dealers’ Associ- 
ation, Portland, Oregon, January 25, 26, 27, and 28, 1921. E. 
E. Lucas, secretary, Hutton Building, Spokane, Washington. 

Kentucky Hardware and Implement Dealers’ Association, 
Louisville, Kentucky, January 25, 26, 27 and 28, 1921. J. M. 
Stone, Secretary, Sturgis, Kentucky. 

American Society of Heating and Ventilating Engineers, 
Philadelphia, Pennsylvania, January 26, 27 and 28, 1921. 
Casin W. Obert, Secretary, 29 West 39th Street, New York 
City. 

West Virginia Retail Hardware Dealers’ Association, 
Huntington, West Virginia, February 1, 2, 3, 1921. James 
B. Carson, Secretary-Treasurer, Dayton, Ohio. 

Nebraska Retail Hardware Association, 





Hotel Rome, 


Omaha, Nebraska, February 1, 2, 3 and 4, 1921. George H. 
Dietz, Secretary, Lincoln, Nebraska. 
Wisconsin Retail Hardware Association, Milwaukee, 


Wisconsin, February 2, 3 and 4, 1921. P. J. Jacobs, Secre- 
tary, Stevens Point, Wisconsin. 

Oklahoma Hardware and implement Association, Okla- 
homa City, February 8, 9, and 10, 1921. W. B. Porch, secre- 
tary-treasurer, Oklahoma City, Oklahoma. 

The Michigan Retail Hardware Association, Grand 
Rapids, Michigan, February 8, 9, 10, and 11, 1921. Arthur 
J. Scott, Secretary, Marine City, Michigan. 

Iowa Retail Hardware Association, Des Moines, Iowa, 
February 8, 9, 10, and 11, 1921. A. R. Sale, secretary-trea- 
surer, Mason City, Iowa. 

North Dakota Retail Hardware Association, Fargo. 
North Dakota, February 8, 9, 10, and 11, 1921. C. N. Barnes, 
Secretary, Grand Forks, North Dakota. 

Pennsylvania and Atlantic Seaboard Hardware Associa- 
tion, Incorporated, Convention and Exhibition, Philadelphia 
Commercial Museum, Philadelphia, February 8, 9, 10. 11. 
— Sharon E. Jones, Secretary, 1314 Fulton Building, Pitts- 

urgh. 

Illinois Retail Hardware Association, Hotel Sherman. 
Chicago, Illinois, February 15, 16 and 17, 1921. Leon D 
Nish. Secretary. Elgin, Illinois. 

California Retail Hardware and Implement Association. 
San Francisco, California, February 15, 16, and 17, 1921. Le- 
an tgp secretary, 12 Market street, San Francisco, Cali- 

ornia. 

Minnesota Retail Hardware Association, St. Paul Audi- 
torium, St. Paul. Minnesota, February 15. 16. 17, 18, 1921. 
H. O. Roberts, Secretary, Metropolitan Life Building. Min- 
neapolis, Minnesota. 

Ohio Hardware Association. Columbus, Ohio. Februarv 
15, 16, 17 and 18, 1921. Hotel Headquarters, Deshler Hotel. 
Exhibition in Memorial Hall. James B. Carson, Secretary. 
Dayton, Ohio. 


__New England Hardware Dealers’ Association, Mechanics’ 
Building, Boston, Massachusetts, February 21, 22, and 23, 1921. 
pe A. Fiel, secretary, 10 High street, Boston, Massa- 
chusetts. 


Michigan Sheet Metal Contractors’ Association, Hotel 
Durant, Flint, Michigan, February 22, 23, and 24, 1921. F. E. 
Ederle, Secretary, 1121 Franklin Street, S. E., Grand Rapids, 
Michigan. 

New York State Retail Hardware Association, Roches- 
ter, New York, February 22, 23, 24, and 25, 1921. John B. 
ee Secretary, 607 City Bank Building, Syracuse, New 

ork. 

South Dakota Retail Hardware Association, Sioux Falls, 
South Dakota, February 22, 23, 24, 25, 1921. H. O. Roberts, 
Secretary, Metropolitan Life Building, Minneapolis, Minne- 
sota. 

Panhandle Hardware and Implement Association, Am- 
arillo, Texas, May 8, 9, and 10, 1921. Troy Thompson, Sec- 
retary, Treasurer, Dalhart, Texas. 

Hardware Association of the Carolinas, Charlotte, North 
Carolina, May 10, 11, 12, and 13, 1921. T.:-W. Dixon, secre- 
tary-treasurer Charlotte, North Carolina. 

Southeastern Retail Hardware and Implement Associa- 
tion (composed of Alabama, Florida, Georgia and Tennes- 
see), Atlanta, Georgia, May 17, 18, 19 and 20, 1921. Walter 
Harlan, Secretary, 701 Grand Theater Building, Atlanta, 
Georgia. 





Retail Hardware Doings. 


Illinois. 
W. H. McComb has sold his hardware store at Hayworth 
to Henry Zimmer. 
Iowa. 


John Peterson sold his hardware business to A. K. Cliff 
at Algoma who will take possession January Ist. 

Cherveny and Lorenzon have been succeeded in their 
hardware business by Savoy and Beckman at Traer. 

Kansas. 

Meriden Hardware Company of Meriden has been char- 
tered with a capital stock of $10,000 by Adam Becker and 
Son, H. N. Swickard, all of Meriden, L. B. Hodges and 
others. 

Walberts and Timberlake are closing out their entire 
stock of implements, hardware, and furniture at Girard. 

Minnesota. 

Albert Kimlicks sold his interests in the hardware busi- 
ness at Albert Lea to T. R. Halderson. 

L. E. Beardsley sold his interest in the Morristown Hard- 
ware Company to L. W. Schwartz at Morristown. 

L. W. Hintzke and Robert Grudenmeyer have purchased 
the Leo Hardware Company’s business at St. Clair. 

Missouri. 

Greene and McClaskey are having a closing out sale of 
their entire stock of implements, harness, and wagons at 
Cainsville. 

Western Tractor Equipment Company has been char- 
tered with a capital stock of $50,000, at Kansas City. John 
F. Reinhardt, Attorney, 1801 McGee Street, Kansas City, 
Missouri. 

J. N. Brown recently purchased the E. D. Waller Hard- 
ward and Furniture stock at Rich Hill. 

Morrison Brothers are selling out their entire stock of 
hardware, implements, and wire fencing at Greencastle. 

Lloyd Brown recently acquired the remaining stock of 
the Bethany Hardware Company’s store and will move into 
the building now occupied by the S. M. Hass Furniture store 
at Bethany. 

Mr. Walraven has sold his interest in the Ewing and 
Walraven hardware store at Oak Grove to M. G. Ewing 
who is now sole owner. The store will be known as the 
Ewing Hardware Company. 

The partnership of the McManus Welch Hardware 
Company has been dissolved and the business will be con- 
tinued under the name of Welch and Son at Baring. 

Oklahoma. 


Kim Hughes of Coalgate purchased the interest of his 
father in the Hughes Hardware Company’s store at Wil- 


burton. 
Nebraska. 
O. A. Hoffstrand has sold his hardware store at Bertrand 
to Otto Buessow. 
Texas. 
Weston Hardware Company has been incorporated with 
a capital of $30,000 at Dallas, by H. P. Hossley, C. G. Han- 
cock, and C. P. Haynes. 
Wisconsin. 
Ferdinand Brandt has sold his interest in the Brandt 
and Froelich Hardware store to R. M. Cehrke at Black Creek 
F. E. McKichan and Company are erecting an addition 
to their hardware store at Fennimore. 
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Selle Automotive Accessories 


How Hardware Dealers Can Increase Their Profits by 


Handling Standardized Automotive Accessories. 


Facts 


and Suggestions to Aid Them in Giving Better Service. 





MAGUIRE SAYS PRESENT LULL 
WILL NOT LAST LONG. . 


John W. Maguire, Vice-president and General Man- 
ager of The Portage Tire and Rubber Company, 
Akron, Ohio, doesn’t look for the present dullness in 
the automobile tire business to last long. In a state- 
ment recently made by him, the following reasons are 
given in the order of their importance: 


(1) Over-production. 

(2) Over-stocking of dealers. 
anticipation of price advance.) 

(3) Late season. 

(4) Tightness in money market. 

(5) Greater mileage in tires. 

After reviewing in detail these five principal causes, 
Mr. Maguire goes on to say that he believes that the 
pendulum of production has today reached almost the 
extreme of its swing because far more tires are being 
used up than are being built. Scores of new and pro- 
motion breed of factories have closed their doors, never 
to be re-opened. The rubber promotion and _stock- 
selling balloon has been burst and the rubber industry 
as a whole has been pruged clean of the gambling ele- 
ment. Sanity in manufacturing, merchandising and 
advertising methods has been reached because the 
lesson of conservatism has been learned. 

Mr. Maguire sums up his view of the present situa- 
tion and his expectations of the business for next spring 
as follows: 

“It is probable that the present small production will 
continue for several months to come, many factories, 
particularly the larger ones, will find it far more diff- 
cult to increase their volume than it was to curtail. The 
thousands and thousands of experienced and compe- 
tent tire-builders who were let go by these great com- 
panies have gone from Akron. They have returned to 
the steel mills, coal mines, railroads and farms from 
whence they came and where their services are urgently 
needed today. It will take a very long time to fill the 
gap left by these men and in the meantime the present 

-surplus of tires will melt away almost as rapidly as a 

snowfall under a July sun and an actual shortage of 
tires is apt to be felt before the industry returns to 
normal. 

“I could continue at great length and pile reason 
upon reason to show that the present lull in the tire 
industry is only a brief breathing spell, but it is hardly 
necessary. The tire industry is simply keeping step 
with changing conditions that are affecting all business: 
it is going through the world-wide evolution from chaos 
to sanity, and years of healthy progress and pros- 
perity lie ahead of us.” 


(Spring dating; 





The highest point is never reached. 


Issues Set of Rules on Caring 
for Commercial Car Tires. 


Here is a set of rules for truck drivers on the care 
of solid and pneumatic truck tires, formulated by the 
technical department of the United States Tire Com- 
pany for the benefit of truck owners: 

1. All truck tires have a load limit. 
slight or occasional heavy overloads shorten tire life. 

2. Distribute the load in the truck body so that 
each tire will bear its proportionate share of the weight 
carried. 

3. Overspeeding a tire has the same harmful effect 
as overloading. Keep truck speed within prescribed 
limits. 

4. Know—don’t guess—your inflation pressures. 
Proper inflation pressure is as important as proper 
loads and speeds. 

5. Tires are limited in shock-absorbing power. 
Careful, slow driving on rough or rutty roads will re- 
duce tire costs. 

6. Check your wheel alignment. Tires can not 
give full service if subjected to the diagonal grind 
resulting from improper mounting or from misaligned 
wheels. 

7. Chains and other anti-skid devices injure tires. 
Use chains only as long as the trattion wheels are 
likely to slip, and apply them loosely. 

8. Tires, especially pneumatics, are cut or scraped 
occasionally by bent fenders or improperly built bodies, 
when the loaded truck travels over rough places. Care- 
fully watch the clearance of your tires. 

9. Neglected cuts lower your tire mileage. Trim 
off the loose slivers from the solid tires. Mend the 
small and repair the large cuts in pneumatics without 


Constant 


delay. 

10. Turn corners slowly to prevent tire strains. 
Apply power and brakes gradually to avoid useless 
spinning or locking of the wheels. Equalize the brake 
adjustment. These are common and avoidable tire 
abuses. 

11. Running in car tracks causes tires to break 
down early. Avoid car tracks. 

12. Learn the correct method of applying and dis- 
mounting pneumatic truck tires. Flap and tube should 
fit properly in casing, and casing fit properly on a 
dented, rusty or dirty rim. 

13. To avoid unnecessary strain on pneumatics or 
flat spots on solids, lift the truck weight from the tires 
when the truck is to be idle any considerable length of 
time. 





Cutting prices is certainly a queer way of increas- 
ing profits and yet it is generally resorted to with that 
end in view. 
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Advertising Help and Comment 


Send Us Copies of Your Advertisements. 
You Get Bigger Resulis by Advice and Suggestions. 
Service Is Free. 


The advertisement shown in the 
accompanying illustration is worthy 
sof commendation. It occupied a 
full page in the Commercial 
Builder, Fort Dodge, Iowa. 

There are two good suggestions 
in this announcement : 


— ~ 
| 








| An Attractive Lawn 





Is of course first the problem of sowing the 
proper seed, a variety you know will pro- 
duce a velvety covering with deep roots free 
from obnoxious weeds, which will not dry 
out in the summer months. A mixture of 
blue grass and white clover (Northrup King 
Brand) we know from the past experience 
of our customers produces just this kind ofa 
lawn. After proper sowing it is just a matter 
of keeping it cut closely and evenly, but it is 
some task without a good mower. You can | 
save time and labor with the kind you find at 
Prusia’s and be better satisfied with the re- 
sults. We have them from $5.75 to $32.00 





wnnibatiah 


i 
_— 


l'irst, the necessity for the proper 
seed is emphasized and the name 
of a brand of seed which the firm 
recommends because of past ex- 
perience. 

Second, the need for a good 
lawn mower, in order to save time 
and physical labor, and a scale of 
prices is quoted. 

But why run such an advertise- 
ment in October, as was done in 
this case? 

Surely, no one in Iowa sows lawn 
seed in October, and very few peo- 
ple would be inclined to buy a lawn 
mower at this time of year. 

In this period of reconstruction 
and conservation, everybody ought 
to be more careful about the way 
he spends his money. Spending it 
for efficient advertising is perfectly 
proper, for that kind of advertising 
brings in more money to the store, 
but this particular piece of adver- 
tising can not by any stretch of im- 
agination be classed as “efficient” 


Let Us Help 
The 


Don’t Hesitate to Take Advantage of It. 





at this season. Last spring it would 
have been fine. 

Watch your change of copy. 

* * * 

Asters, zinnias, phlox, chrysan- 
themums, and petunias were still 
blooming when the advertisement 
of the Smith-Wadsworth Hard- 
ware Company appeared in the 
Charlotte News, Charlotte, North 
Carolina. 

The appeal of this copy is dis- 
tinctly cultural. 

It has the effect of connecting 
the hardware store most intimately 
with the home in its suggestion of 
artistic arrangement for bright au- 
tumn flowers. 

Usually, people think of a hard- 
ware store in connection with pro- 
saic saws and nails and do not or- 
dinarily associate it with the finer 
graces of the home. 

In the advertisement under con- 
sideration, the accom- 
panying illustration, full advantage 
is taken of the opportunity to give 
the impression of wide service and 
that the hardware store 


~~ 


shown in 


to show 





In Time for 
Fall’s 
Fairest Blossoms 


Just in time for the artistic arrangement of the 
bright Autumn flowers comes this shipment of 
colored glass Bowls, featuring such highly desir- 
able shades as blue, pink, gray, orange, yellow, 
green and golden giow, as well as a clear crystal 
one hand-painted. The shipment inchades black 
glass or Teakwood stands for the Bowls. You'll 
find Bowls and stands beautifully displayed in 
our Home Furnishings department, second floor. 


SMITH-WADSWORTH 


Hardware Company 


“The Quality Hardware Store” 
29 E. Trade St. Phones 64-65 


— 











may be a source of things of re- 
finement and artistry. 

The wording of this advertise- 
ment suggests pleasant pictures and 
its mention of blue, pink, gray, or- 


ange, yellow, green, and golden 
glow stirs the imagination and 
awakens desire. 


* * * 


Direct and forceful in its expres- 
sion of service is the advertisement 
of Burchard and Gellispie, which 
is herewith republished from the 


Norwich Sun, Norwich, New York. 





Stove and Furnace 


SP Repair 


Have. you looked over your stove or furnace care 
fully and know that you are going to be ready for the 
winter weather ? 


If you haven't you had better call us and let us attend 
to the ordering of the necessary parts—NOW! 


We clean and repair heating systems of all kinds 


thoroughly and efficiently 





STOVE AND FURNACE PIPE, CEMENT 
STOVE BOARDS, COAL HODS, 
SIEVES. 





When UL Need Hardware Call on 


Burchard & Gellispie 











The first paragraph contains a 
timely suggestion which gains good 
will. 

There is a natural 
the rest of the copy. 


sequence in 


The householder whose stove or 
furnace needs overhauling or re- 
pair for winter weather is glad to 
know where he can have the work 
done or obtain the required parts. 


This advertisement is not only 
well phrased but artistically de- 
signed and _ properly — balanced 
throughout. 

a * * 


Tell the Whole Truth. 


In the language of the Better 
Business Bureau of Louisville, 
Kentucky, “the basic principle of 
advertising is truth.” 

“By truth is meant the statement 
of all the important facts regarding 
the article advertised, without the 
suppression of any detail which, if 
omitted, would tend to make the 
article more desirable than it really 


is. 














AMERICAN ARTISAN AND HARDWARE RECORD November 13, 1920. 


Warm AirHea ting and Ventilating 


Better Installations. 


How to Sell More Warm Air Heaters. 


Reports of Progress in Warm Air Heater Research Work. 


Ventilating Factories, 


Garages, 


Theaters, and Houses. 





STANDARDS FOR INDUSTRIAL 
DUST EXHAUST SYSTEM. 


(Continued from last week.) 

In Table 3 have been grouped the dust counts of 4 
standard unit particles and the weight of the inorganic 
dust per cu. ft. of air sampled, with the corresponding 
U-tube readings. 

Figure 3 is a graphical representation of the various 
dust counts and U-tube readings taken 


1,418,000 (7161-2) or from 130,700 to 165,000 
(7181-2), but usually very markedly. In five instances 
the’count of dust particles increased more than ten- 
fold—from 22,400 to 1,773,000 (6241-2), from 45,200 
to 894,000 (6243-4), from 44,500 to 654,000 (6263-4), 
from 56,800 to 2,980,000 (7165-6), and from 52,200 
to 638,000 (7193-4). 

It is evident that with the type of wheels used in the 
two rooms studied, and with the processes carried on 
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created in the operation. It will be noted 

that while sampling 6252 the operator only worked 10 
minutes of the sampling time, and in the case of sam- 
ple 7164 the operation was very light. The average of 
all the dust counts is 853,000 particles, and with the 
two samples 6252 and 7164 omitted, the average be- 
comes 990,000 or practically 1,000,000 particles per 
cubic foot of air. 

With the application of the normal, higher exhaust 
pressure the dust content is considerably lower, an 
average of all the samples being 200,000 particles. In 
this case there are again two samples, 6261 and 7161, 
which greatly increase the value of the average. Dis- 
regarding these two values the general average becomes 
120,000 particles per cubic: foot. 

The total weight of total solids per cubic foot of air 
is 0.069 milligrams with the low exhaust pressure 
(averaging 0.56 inch) and 0.023 milligrams with the 
high exhaust pressure (averagig 3.21 inches). 

An examination of the corresponding observations 
in the two halves of Table 3 (the normal conditions 
being on the left, the reduced exhaust velocities on the 
right) shows more clearly than the general averages 
just what was happening. In one case (samples 7163 
and 7164), where only a very light operation was go- 
ing on, the reduction of the suction head from 3 to 
0.63 inches had no effect on the dust content. In 


every other instance the dust count went up when the 
suction was reduced, sometimes only a little—from 
720,000 to 1,000,000 (6261-2), or from 854,000 to 


there, and with the design of hoods and exhaust ducts 
in use, a general relation between suction velocity and 
air dustiness can be deduced which is represented by 
the heavy line in Figure 3. According to this curve 
we may expect on the average to find over 700,000 
small dust particles per cubic foot in the air of such 
a shop with an exhaust suction head of an inch or less, 
some 500,000 with a 2 inch head, and some 300,000 
with a 3 inch head. Obviously, however, variations in 
the process or in the construction of the exhaust sys- 
tem will make it quite impossible to extend our deduc- 
tions as to such a relation beyond the conditions 
specified. 

Conclusions as to Reasonable Standards for Special Venti- 

lation to Control Air Dustiness in a Polishing Shop. 

The Massachusetts State Board of Health some 
years ago laid down the principle that in fixing stand- 
ards of industrial hygiene it was reasonable to. require 
that conditions should be maintained in any industry 
approximately equal to those already found in the best 
plants of that industry in actual operation. On such a 
basis we may perhaps fairly take the normal conditions 
in the two admirable polishing shops of factory A as a 
standard for establishments of a similar type. 

It will be noted that in both the cornering and light 
polishing shop and the heavy polishing shop the suc- 
tion head normally maintained in the exhaust pipes 
varied between 2.38 and 4.63 inches and averaged 3.21 
inches. Only 5 out of 15 observations fell below 3 
inches and only one below 2.5 inches. A fall to 1.25, 
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or 1.50 inches (when the exhaust was reduced for 
experimental purposes) was at once followed by a 
marked increase in air dustiness. It would appear 
from these observations that the 5 inch suction head 
called for by the Wisconsin Code is unnecessarily 
severe, while the 2 inch head specified’ in 
the New York and New Jersey Codes is 
a trifle lenient. For an absolute lower 
limit it is perhaps scarcely possible to go 
much beyond this figure but we would 
suggest that a fairer measure of actual 
performance would be obtained by speci- 
fying that the suction velocity in the ex- 
haust pipes of a polishing shop should at 
no point fall below 2 inches, and should 


average 3 inches when measured at a_ Fig. 4a. POORLY-DESIGNED HOOD 
BRANCH PIPE CONNECTION TOO 
FAR TO THE REAR 


number of different points. 

The next point of interest is the linear 
velocityof suction maintained at the throat of the ex- 
haust duct. This velocity, measured as previously 
described, varied for normal conditions in the cor- 
nering and light polishing shop from 1,470 to 4,905 
feet per minute and averaged 2,409 feet per minute, 
while with the lowered exhausts the velocity varied 
from 418 to 1,340 feet per minute and averaged 845 
feet. It would appear, then, that good conditions were 
maintained in this shop when the exhaust velocity at 
the opening of the exhaust pipe averaged about 2,500 
feet per minute, with a minimum of 1,500 feet. 

It can not be too strongly emphasized that the rela- 
tions between suction head in the exhaust pipe and 
velocity at the wheel—and still more the relation be- 
tween suction head and air dustiness*—will vary widely 
with other conditions which obtain between the point 
where the suction head is measured and the wheel itself. 
We have cited a case in which a clogged screen reduced 
the linear velocity by nearly one-half; and the whole 
design of the exhaust system, and particularly of the 
hood over the wheel, will materially affect the results. 

There are five main types of exhaust hoods in the 
shops which we have studied, as follows: 

(1) The underneath type of exhaust hood, which 
has a 10 by 6 inch opening in the machine table di- 


TABLE 4. DUST DETERMINATIONS—ROUGH FORGE GRINDING SHOP. FACTOR: “A” 





rectly under the polishing: wheel, which tapers into a 5 
inch round pipe connecting with the duct. This hood 
seems highly efficient, as on account of location and 
construction it catches practically all of the dust that 
it is possible to remove. 














FIG. 46. WELL-DESIGNED HOOD 


(2) The overhead type of exhaust, which is a square 
cast-iron pipe, 2 by 6 inches, with the 6 inch side 
parallel to the face of the wheel and adjustable. This 
type of hood would be more efficient if the opening 
were flared to about 4 by 7 inches, as with the narrow 
2 inch opening a quantity of dust escapes into the air, 
especially if the operator is careless as to the position 
in which he holds work on the wheel. When this over- 
head type of exhaust hood is used, there is also a mal- 
leable-iron water pan under the wheel to catch dust 
that is carried past the exhaust hood. In the cornering 
and light polishing shop the pans are kept filled with 
water and catch a large amount of dust, but in the 
heavy polishing shop they are not used, and the ma- 
jority of the men did not know what they were for. 

(3) The bayonet-shop hood.—This hood is used 
behind wheels on which bayonet blades are polished 
and sharpened and is a curved hood with flared sides, 
made of galvanized steel, adjustable to a close position 
to the wheel or to a distance of 18 inches from the 
wheel, as the operation may require. The exhaust 
enters through three narrow vertical openings, running 
from top to bottom of the hood, the top opening being 
2 inches wide at its upper end, the three slits tapering 
to a width of 1% inch at the bottom of the lower open- 
ing. These hoods are probably as 
good as possible for this type of 
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Rate of sampling, 4.5 and 4 cubic feet per minute, respectively. Volume of air samples, 112-160 and « 


per minute. 
(4) The hoods used on the belt 
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type of polishing machine.—These are the ordinary 
type of galvanized steel hood, one over each pulley at 
each end of the belt, the hoods being tapered to a 5 
inch round pipe. These hoods seem satisfactory. 

(5) The common type of galvanized steel hood, as 
installed by plant workmen without expert supervision. 
—It is this type of hood which causes much trouble. 
In many cases the hoods are practically worthless, due 
to the fact that the branch pipe connection to the hood 
is not placed in the proper position to catch dust as 
it is thrown from the wheel. 

It is clear that the efficiency of any of the above 
hoods depends, not only on the velocity of the exhaust, 
but also, in large measure, on the proper location of the 
pipe connection to the hood. The dust from the polish- 
ing or grinding operation is thrown from the wheel at 
a tangent from the point of contact of the piece of 
work on the wheel. If the exhaust hood or pipe con- 
nection to the hood is not located so that this stream 
of dust will enter directly into the mouth of the branch 
pipe, or in the case of the overhead hood, directly into 
the mouth of the hood, the speed with which this dust 
is thrown from the wheel will carry it past the exhaust 
hood or pipe, even though the velocity of exhaust is 
very high. 

Other defects of exhaust systems which we have no- 
ticed are (1) the incorrect tapering of main ducts; (2) 
the use of too many elbows and of elbows of too square 
an.angle; (3) the entering of branch pipes into the 
main duct at too square an angle. 

(To be continued next week.) 





Warm Air Heater Manufacturers 
Hold Meeting in Chicago. 


A special meeting of manufacturers of warm air 
heating and ventilating apparatus was held Wednes- 
day, November tenth, at Hotel Sherman, Chicago, 
nearly one hundred companies being represented by 
one or more executives. 

The principal topics of discussion were: Outlook 
for 1921; rules covering installation, terms and sev- 
eral other matters pertaining to selling policies. 

From individual remarks, the general opinion was 
that so long as prices on iron and steel and wages con- 
tinue as high as they are now, there can be no general 
or considerable reduction in prices on warm air heat- 
ing apparatus, especially in view of the fact that labor 
is such a large part of their production cost. 

Expression was given by many that more care should 
be exercised by manufacturers, through their sales- 
men, in the selection of dealer-installer; also that it 
would be worth while for the salesmen’ to spend more 
time with the dealers for the purpose of instructing 
them as fully as possible on the strong selling points 
of the particular heater, as well as on the essential 
features of the installation. 

Examples were cited of how dealers had succeeded 
in selling to housing corporations on a quality basis 
rather than price, because these dealers were prop- 
erly posted on the principal selling arguments. 

The manufacturers were a unit in the opinion that 
the year of 1921 has great possibilities for increased 


AMERICAN ARTISAN AND HARDWARE RECORD November 13, 1920. 


business, as building operations are certain to take on 
a decided growth. 

J. T. Templeton, of The Buck’s Stove and Range 
Company, St. Louis, Missouri, and Irving T. Jones, 
of the International Heater Company, Utica, New 
York, presided at the two sessions and proved excellent 
guides during the discussions, holding their speakers 
close to their subjects. 





Discusses Question of Higher 
Membership Dues. 

One of the prominent men in the warm air heater 
trade of St. Louis, Missouri, was asked for his opinion 
regarding the question of higher membership dues. 

His answer is herewith set forth both for its in- 
trinsic value and for the related topics which it sug- 
gests: 

“There is no question in my mind but that every 
man gets out of an organization just exactly what he 
puts in it, not only in money or time attending meet- 
ings, but also the effort he expends in striving to bet- 
ter certain conditions which confront every man 
sooner or later, and with which he can not cope ex- 
cept by uniting his efforts with others in the same 
line. 

“The matter of dues is under consideration here in 
St. Louis at the present time, and an amendment to 
our By-Laws is now going through a second reading 
providing for an initiation fee of fifty dollars. 

“What the probable outcome will be I can not say 
until the third reading when real action is generally 
started. , 

“T do not believe however, that dues alone make an 
organization, but that definite aims and objects fol- 
lowed to a successful conclusion would do more to 
maintain interest and build an organization than any- 
thing else. 

“An occasional social function brings the members 
into closer friendly contact and breaks down petty 
jealousies that the average selfish man is inclined to 
burden his mind and business with. 

“It is a foregone conclusion that a capable, paid 
secretary can help start new organizations and build 
up old organizations to a higher plane. 

“T believe that at the present time old organizations 
should be strengthened and new organizations perfected 
if we are successfully to meet many problems of 
finance, labor and raw materials that confront us.” 





There Are Two Ways of Getting 
Paid for a Furnace Job. 

There are two ways of getting paid for your work. 

One is by cash, without further benefit of any sort. 

The other is also by cash, but with the addition of 
the gogd will of your customer. 

This kind of pay earns dividends in the form of 
more business. 

People who are pleased with your work and service 
talk favorably about you to others. 

Thus you gain a good reputation. 

To be known in a community as a man of honor, 
skill, fairness, and service is the best advertisement 
which your business can have. 
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Practical Helps for Tinsmiths 


No Two Jobs Are Exactly Alike. 


Therefore, the Sheet 


Metal Worker Has to Meet Each Difficulty as ]t Comes. 


Send Your Problems to Us. 


Let Our Experts Help You. 





PATTERN FOR WIND BALL. 


By O. W. Kothe, Principal St. Louis Technical Institute 
and Instructor in the David Rankin, Jr., School of Mechanical 
Trades, St. Louis, Missouri. Written especially for American 
Artisan and Hardware Record. 

Sheet metal permits the making of many novelties. 
A wind ball is one of them. 

The ball is made of a series of gore pieces set in 
a chamfered position. In this case we have 12 gores. 

First describe a semi-circle as A-C-B from X and 


Trace a line through these points and the girth for 
gore is developed. 

To set out the pattern, pick the girth as C’-2’-1”-A’ 
and set on a line drawn at right angles to C-D of gore. 

These points are shown by C”-2”-1”-A”. Square 
out lines so they are parallel to C-D of plan as shown. 

Then from each point in gore C-D-X-C of plan 
project lines thereby crossing those of similar number 
in pattern. Trace lines through points where arcs 
cross, and you have the pattern. 
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LAYOUT FOR WIND BALL... 
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Pattern for Wind Ball. 


divide in as many equal spaces as you wish gores, 6 in 
this case. 

Now describe the inner circle X-D equal to a radius 
to suit the flare you wish the gores to take. 

This enables drawing the outline of gores as X-C- 
D-X. 

Now observe the semi-circle A-C-B represents the 
girth along the edge of gore as X-C. 

Now as the metal will unroll along the flare C-D, 
we must develop a girth to take in this shape. 

So extend D-C as C-C’, also draw X-X’, 2’-2 
1’-1’ parallel to D-C’. 

Square out a line as X’-C’, and then with dividers 
pick the length of sectional lines as 2-2’; 1-1’ and 
X-A from plan and set as 2’-2”; 17-1”; X’-A’. 


Enough of these gores are cut out to make the ball, 
then form them up to have a cross section to suit the 
outline of developed girth section. 

If the curve is desired for outer edge; then the 
semi-circle A-C-B forms the section. These points 
of gores are soldered to a hub or disc with a hole in 
the center. 

By running a shaft through and setting to the wind, 
the wind ball will whirl to a most pleasant effect. 





Will Hold Annual Convention 
Next Month in Chicago. 


In view of the absorbing interest of the subjects to 
be discussed, a big attendance is expected at the tenth 
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annual convention of the National Association of 
Sheet Metal Products Manufacturers. 

The meeting is to be held December 6 and 7, 1920, 
in Chicago, Illinois, with headquarters at the Hotel 
La Salle. 

D. C. Jones of St. Paul, Minnesota, Secretary of 
the Association, is working hard to make the forth- 
coming convention the greatest in the history of the 
organization. 





Michigan Sheet Metal Men 
Keep Up Lively Interest. 


Growth comes through activity. 

On the other hand, stagnation always precedes de- 
cay. 

The only way to keep an organization alive and 
growing is to maintain its forces in action. 

There is nothing especially mysterious in the phe- 
nomenal success of the Michigan Sheet Metal Contrac- 
tors’ Association. 

It is due to the fact that its officers and members 
are always on the move. 

The formula for progress and growth is simple. 

Give the members things they need through the or- 
ganization. 

Don’t waste the time of the meetings in long drawn- 
out proceedings and useless details. 

Business men will attend gatherings of their asso- 
ciations and will keep up their enthusiasm only if they 
derive benefit from it. 

The various Locals of the Michigan Sheet Metal 
Contractors’ Association are conducted along these 
linés. 

By way of illustration, the meetings of Bay City, 
Saginaw, and Flint Locals may be pointed to as show- 
ing what can and should be done to promote the growth 
and service of trade organizations. 

At the recent meeting of the Bay City — Thomas 
I. Peacock of R. J. Schwab and Sons Company, Mil- 
waukee, Frank E. Ederle, Secretary of the State As- 
sociation, and J. C. Greenberg of the Steelcote Manu- 
facturing Company, St. Louis, Missouri, gave profit- 
able talks on current business topics. 

Mr. Greenberg emphasized the value and necessity 
of better business education for sheet metal men and 
urged more attentive reading of trade papers and 
advertising. 

Secretary Ederle says that Mr. Greenberg’s talks 
have been of inestimable value to the Local Associa- 
tions and that the suggestions he offers to increase 
the attendance at regular meetings have been well 
received. 

The Saginaw Local met Wednesday night, Novem- 
ber 3d, at the Bancroft Hotel, Saginaw, Michigan. 
The meeting was preceded by a substantial dinner 
after which a blackboard was secured and graphic 
demonstrations given of business problems. 

State Secretary Ederle declares that “The Saginaw 
Local is a firm believer in the use of the printed word 
- on a blackboard and attributes its success to this 
method.” 

Thursday night, November 4th, a special meeting of 
the Bay City Local was called to order by Vice-Presi- 


dent William Whitney, to hear sheet metal business 
talks by various speakers. The meeting was well at- 
tended and there was not a dull moment throughout 
the evening. 

A surprise was in store for Messrs. Ederle, Pea- 
cock, and Greenberg, when they arrived at Flint, 
Michigan, Friday evening, November 6th, to speak 
at a meeting of the Local in that city. 

A committee met them at the hotel and escorted 
them to the newly acquired permanent club rooms of 
the Local. 

State Secretary Ederle writes: 

“This was certainly some surprise as no other or- 
ganization in the state has such fine and exclusive 
quarters. 

“The furnishings are not only elaborate but espe- 
cially adapted for a club room of this nature. 

“Each member carries a key and is permitted to use 
the rooms at any time he chooses. Trade journals are 
in the library as well as many books concerning vari- 
ous sheet metal problems. 

“It is the intention of the association to have every- 
thing in this room obtainable which would be of in- 
terest to the members. 

“No doubt these rooms will be very busy during 
the convention next February. Flint has set an ex- 
ample which other associations should follow.” 

Brief talks were given at the meeting by Mr. Pea- 
cock and Mr. Greenberg, after which convention mat- 


.ters were thoroughly discussed and preliminary meas- 


ures taken for the entertainment of the delegates at 
the forthcoming convention of the State Association 
in Flint next February. 





Urges Zinc for Roofing. 


Zinc roofing needs no painting and will not rust. 

Ample proofs are available of the lasting qualities of 
zinc when used for this purpose. 

In Belgium, for example, zinc roofs are to be found 
in serviceable condition which were placed almost a 
century ago. 

The chief reason why zinc is not more generally 
used for roofing is that there has not been enough ac- 
curate knowledge in regard to the technique of han- 
dling it, particularly with reference to the right kind of 
seams. 

These obstacles to its employment for roofing pur- 
poses have been overcome by the diffusion of knowl- 
edge regarding the proper methods of applying zinc. 

Zinc roofing can now be had in all sizes, corrugated 
and- V crimp. 

Samples of pure zinc sheets for roofing and details 
as to prices can be obtained from the American Zinc 
Products Company, Greencastle, Indiana. 





Goes Into Heating and Sheet 
Metal Business. 


With the advantage of thorough and practical knowl- 
edge, C. V. Brokenicky has opened a heating, sheet 
metal, and plumbing business at Blue Rapids, Kansas. 

He wants catalogues and other literature descriptive 
of supplies pertaining to the business, including auto- 
mobile radiator repairing. 
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In Order to Obtain Real Profit from Your Business You 
Must Save and Invest a Portion of What You Earn. 


Develop Your Customers into Patrons So that You May Have 
a Dependable Source of Income from Whom to Derive Profit. 


Written especially for AMERICAN ARTISAN AND HARDWARE RECORD, by J. C. Greenberg, 
Peoria, Illinois. 
(Copyright, 1920, by J. C. Greenberg.) 


Have you ever stopped to ask yourself the question, 
When is profit really profit? 

And if you did, have you ever stopped to try to an- 
swer it? 

There is nothing more elusive in business than is 
profit. It seems to be here, and when we try to find it 
—it is gone. 

We figure on a job with 


Tl 


the first thing you know, that hundred dollars profit 
which you put in the bank said good-bye to you—your 

profit is gone. 
Of course, you will say that you live off of it. Cer- 

tainly you did. 
The man who works for you also lives off of the 
profits of his work, but he has not the business re- 
sponsibility you have, he has 


the intent of gaining profit, FIMmNININI©U=UniO NS =6NOt the business and labor 


and when the job is finished 
and the bill paid, lo and be- 
hold, the profit has dwindled 
down to almost nothing. 

No, you are wrong, 
brother, I am not going to 
give you any overhead dope. 
I know better than to try to 
tell you how to figure over- 
head. I can not do it—it 
gets over my head. 

I am inclined to think that 
it gets over your head too— 
that is why it is called over- 
head expense. 

Let us forget it for ‘a 
while, and stick to profit as 
we had started out. 

You, of course, know that 
the profit in any man’s busi- 
ness is the money that he has 
left after he has paid all of 
the expenses connected with 
his business. 

This is commonly called 
business profit—or the profit 
which your business has = 
earned for you. 

So far so good. We will 
take it for granted that this 
week you have one hundred 
dollars’ profit, and you put 
it in the bank. 

You feel that for a little 
business it is good because it - 
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patrons. 
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We hear a great deal nowadays ~ 
about the cost of labor turnover. — 
After training men to the point where — 
they understand the work they have 
to do they frequently quit and seek 
other employment. 
learning the work they are not as © 
profitable to their employersas when — 
they know how to do it. = 

Few business men think about — 
the costliness of customer turnover. — 
The expense of getting new custom- — 
ers is considerable. It is important, — 
therefore, to hold such new custom- — 
ers and to convert them into steady — 


Mr. Greenberg draws a clever © 
distinction between customer and — 
patron. He shows the necessity of — 
developing customers into patrons — 
so that a dependable source of in- © 
come may be established. 

Naturally, the cost of acquiring 
new customers is gradually absorbed 
in the repeated sales made to that 
customer if he becomes a perma- 


Therefore, efforts should be made — 
— through constant improvement of — 
- service and high standards of work- — 
manship to give continuous satis- — 
faction to one’s patrons in order to 
retain them. Thus profits are as- 
sured and business flourishes. 


worries you have, and is to 
a great extent happier than 
you are, 

It does seem that a work- 
man is better off than his 
While they are | boss. It looks, bad, doesn’t 
: ts 

Here is all the profit gone 
and you are square with the 
= world. You do not owe any- 
= body a cent—and you 
= haven't got.a cent. 
= What are you in business 
= for anyway? Of course, 
= you may say that your ex- 
= penses at home are not a 
= hundred dollars a week, but 
= if you employ one man you 
can not earn a hundred dol- 
lars on him. 

On the other hand, if you 
= employ more men and you 
= do clear a hundred dollars 
a week, or more, the chances 
are that you live in a larger 
house, have better than a 
Ford for pleasure, and may- 
be belong to two or three 
lodges instead of one. 

You know a business man 
must keep up his social ob- 
ligations, and the bigger the 
business, the greater are the 
obligations socially. 

You can not get away 
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means five thousand dollars FMM - NN from this mixing stuff, it is 


per year. 

There are not many five thousand dollar a year men 
lying round. 

So then you are in a good class of earners, and you 
feel good. 

Pretty soon, you pay out for household expense, for 
clothing the wife and kiddies, for instance, for lodge 
and association dues and a hundred other things, and 


as natural as the air we 

breathe. The name piker is the worst thing a busi- 
ness man can be called. 

So the honors are even. Both men have used up the 
profit, and must start anew every week. 

Well, then, what is the answer. When is profit 
profit ? 

Profit is profit when you can save it. 
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Profit is profit when you can conservatively invest it. 

Profit is profit when it can earn its board. 

Do you get this? Yes, sir. When the extra dollars 
go to work and earn some more extra dollars then it is 
real profit. 

Real estate is a bully investment, and you will find 
that nearly all big business men have property for two 
reasons. One reason is investment, and another rea- 
son is that he has better credit with the wholesaler and 
the manufacturer. 

Now then let’s get it off our chest. How are we go- 
ing to get these profits so we will have enough left after 
we have paid out? 

Here is the answer: Make patrons out of your cus- 
tomers. 

Let me explain just what a customer is, and what a 
patron is. 

A customer is one who gives you custom. He may 
give his custom to somebody else next time. He is 
a transient spender in your line. 

A patron is he who favors you with custom. One 
who is a protector and benefactor—to you. 

When a customer steps in he generally says how 
much—but when a patron steps in he says, go do it. 

The patron favors you because he knows you are 
worth more because you know more. 

Every patron started in as a customer in the open 
market so to speak, but some one made a patron out 
of him. 

Your business is really not a success till the patrons 
begin to work for you. 

Now, then, how is this transformation made? How 
do we make a patron out of a customer? 

A little analysis will show that in order to get a 
patron we must first get a customer. 

This customer is the seed from which we want to 
produce the patron. 

It is like a plant—it must be cultivated. 

This cultivation is done‘as the process of the first 
job is being carried through. 

The first job must be a good, wholesome piece of 
work which will not need the “excuse” to cultivate it. 

It must be entirely satisfactory to the customer. The 
customer must feel that the price he pays is right and 
that result of the service you gave him will be in it- 
self an insurance of lasting satisfactory service. 

What happens next? Well, the customer is led to 
realize that he has made a good investment, and if one 
good investment is good, two good investments are 
better. 

This customer has friends whom he wants to see 
make good investments, and he will at once start to 
boost for you because it is his duty to his friends to 
see that they get good, satisfactory service when 
needed. 

Multiply this kind of cultivation by the number of 
customers you have and the result will astonish you. 

Now, then, let us look at this patron-raising process 
at an entirely different angle. 

We will spend a few minutes on what is called 
“Indirect advertising.” 

Indirect advertising means that mode of advertising 
without printed matter. It is social intercourse— 
“Mixing” as it is commonly called. 


Every living being wants to mingle with his fellow 
man. So you must mingle and be seen. 

Get into lodges, join a church, get into a commer- 
cial club, take interest in public affairs, get on the 
school board if possible, and keep in the light so the 
town will know that you are alive. 

Keep out of politics, be a booster about civic affairs, 
and above all, speak well of your competitor—make 
him respect you. 

These things are the greatest channels to good, pros- 
perous business. 

It is impossible for any man to work all day and 
sleep all night and get famous. 

That is what a horse does and that is why no one 
knows much about the horses in your town. After 
work is done, then is the time to exercise the brain. 

Here is how Nature works along this line: 

The blood courses through the body and brain only 
as it is needed. If you work your muscles all day there 
is where the blood goes. 

If you work your brain all day there is the blood 
goes to. 

To prove this let me tell you a fact in this direction. 

Look at any educator you know—I mean a brain 
worker and you will see that he has a large head and 
frail body. 

Take a truck driver and his body is bigger and better 
developed than is his brain. 

There are, of course, exceptions, but this is a sort 
of rule. 

Now, then, you as a sheet metal man, work your 
muscles all day. In the evening when work is over, 
exercise the brain. 

Read good matter, play with the kiddies, see a show, 
laugh with your wife, study the mathematical end of 
your trade, start an argument at the lodge, do some- 
thing along the line of brain exercise. 

If you try this you will see that it is right dope for 
you. You see, we must impress the world that we are 
living and ready to serve. 

This impression is what the people like because they 
want to know where service is ready and willing. 

When this is brought to a state of established fact, 
and the people know it, you are the one to profit by it. 

You are in business for profit are you not? The 
more profit you earn the more you can save and invest 
as stated in the beginning of this article. 

It is not what you spend that counts, it is what you 
save or invest that counts when you get too old to 
work. 

There is a rainy day at the end of every man’s use- 
fulness and your rainy day will come just as certain 
as the sun shines, unless you prepare now. 

The only way to prepare for this rainy day is to get 
patrons to work for you and help you save some of 
the profits. 

Get busy. 

Now that you know what profit is, and when profit 
is profit, you may as well start right out with a righte- 
ous determination to obey the laws of business and 
the laws of Nature. 

They must work together, or fight each other. 
Brother, take your choice. 
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Plan to Organize Sheet Metal 
Contractors of Three Indiana Cities. 


At the meeting of the Traveling Salesmen’s Auxil- 
iary of the Indiana Sheet Metal Contractors’ Asso- 
ciation which was held Friday evening, November 
fifth, at the Claypool Hotel, Indianapolis, plans were 
discussed for the organization of the sheet metal con- 
tractors in Fort Wayne, South Bend and Terre Haute, 
Indiana, within the next few weeks. 

It is expected that when the date for the Fort Wayne 
organization meeting has been arranged, a special car 
on the Interurban Electric will be used for the pur- 
pose of carrying at least twenty-five members of the 
State Association and the Auxiliary to that city and 
back to Indianapolis. 

Secretary Beaman was instructed to ascertain by 
correspondence whether the manufacturers and sup- 
ply houses desired to have exhibits at the coming An- 
nual Convention of the Indiana Sheet Metal Con- 
tractors’ Association, in order that the Auxiliary might 
arrange for a suitable hall for such exhibits, prefer- 
ably in the same building where the sessions of the 
Convention are to be held. 

President Norman appointed the following Commit- 
tees: 

Executive Committee: J. C. Henley; Louis B. 
Eward; F. C. Wilkening and Paul Jordon. 

Auditing Committee: Karl Roth and Charles R. 
Livengood. 

Exhibit Committee: R. F. Thompson; Ralph In- 
galls; H. A. Beaman and A. R. Dewey. 

Entertainment Committee: E. W. Sidwell; Harry 
R. Jones and Louis B. Eward. 

Grievance Committee: J. B. Clements; J. E. Wier- 
man; Robert Kruse; A. E. Quibort and B. A. Epper- 
son. 

Membership Committee: W. A. Buxton; J. M. Al- 
lison; E. E. Griffith; E. M. Harris and A. C. Rich- 
ards. 

J. C. Henley, of Tanner and Company, was chosen 
by unanimous vote to serve as Treasurer for the re- 
mainder of the term, in place of E. W. Sidwell who 
tendered his resignation because of frequent absence 
from Indianapolis. Mr. Henley is one of those men 
who can always find time to do something extra, even 
though his position as Salesmanager keeps him busy 
right along. Somehow, it seems that the really busy 
man is usually the man who will take on extra work 
whenever something special has to be done. 

A. G. Pedersen, of AMERICAN ARTISAN AND HArpD- 
WARE REcorD, congratulated the Auxiliary on its fine 
showing during its short existence. Since the October 
meeting traveling salesmen, members of the Auxiliary, 
have brought nearly thirty new members into the State 
Association. Mr. Pedersen made several suggestions 
as to means by which the coming State Convention 
might be made still more useful to the sheet metal con- 
tractors. 


On motion of Louis Eward, a rising vote of thanks 


was extended to AMERICAN ARTISAN AND HARDWARE 
Recorp and Mr. Pedersen for their wholehearted co- 
operation in the matter of promoting the interests of 
the sheet metal trade. 


A vote of thanks was also given to the Claypool 
Hotel for furnishing quarters for the Auxiliary. 





Gets United States Patent 
Rights for Bar Solder. 


Under number 1,355,654, United States patent rights 
have been granted to John Dean, Racine, Wisconsin, 
for bar solder described herewith: 

As a new arti- 
cle of manufac- 
ture, bar or 
stick solder hav- 
ing exterior per- 
manent visible marks subdividing the bar into lengths 
each of a known weight, and exterior visible weight 
markings progressively arranged with respect to said 
lengths from one end of the bar to the other, substan- 
tially as described. 








Asks How to Make and Operate 
Acetylene Gas Generator. 


To AMERICAN ARTISAN AND HARDWARE REcorD: 

I should like to know how to make and operate an 
acetylene gas generator from galvanized iron which 
will run two lights all night without refilling. 

SUBSCRIBER. 
——, Texas, November 8, 1920. 


Truth in Advertising Is 
Essential to Profit. 


A bulletin recently issued to the merchants of Port- 
land, Oregon, by the Better Business Bureau (vigi- 
lance committee) of that city, calls attention to the 
fact that it costs more to advertise to people who have , 
been fooled by advertising. 

Since this is true, says the National Vigilance Com- 
mittee of the Associated Advertising Clubs, it is ap- 
parent that every advertiser should, in the interest of 
economy, check up his advertising with the greatest 
care. Said the Portland Bureau: 

“Our shoppers have brought to light that some of 
our retail stores advertise a well known brand of mer- 
chandise at an attractive price, and in displaying these 
articles in some attractive place, they not only include 
the advertised merchandise, but mix in other merchan- 
dise of inferior quality or other makes, which sell 
regularly at the price quoted in the sale. 

“Apparently it is the idea to ‘work off’ regular stock 
if possible, on the public who respond to the adver- 
tisement. 

“This, we believe, is most detrimental practice, and 
every precaution should be taken to eliminate it, or 
the customers’ confidence will soon be destroyed in the 
concerns who resort to such practices. 

“Business men are becoming aware of the fact that 
as individuals, and as a group, business houses can 
not afford to attempt to fool the public. It costs more 
to advertise to people who have been fooled. 

“Every time a merchant or manufacturer tries to 
fool the public, he increases the difficulty and therefore 


‘the cost of selling goods, says Merle Sidener, Chair- 


man of the National Vigilance Committee.” 
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lniiaititine Notes and Queries 


The Service of This Information Bureau Is Free to 
Our Subscribers and They Are Urged to Use It Freely. 





USES OF SULPHURIC ACIDS. 


Among the uses of sulphuric acid described in a 


recent bulletin of the United States Bureau of Mines. 


are: 
In pickling sheet iron for tinning and galvanizing ; 
In the production of copper, zinc, silver, nickel, and 
gold ; and 
For various types of galvanic batteries, storage bat- 
teries, and electroplating. 
_ For the pickling of steel for tinning and galvaniz- 
ing, the consumption of sulphuric acid is approxi- 
mately 30,000 to 35,000 tons per month (100 per cent 
H,SO,) when the production of plate and galvanized 
ware is heavy. 
This acid is usually shipped to the pickling plant as 
60 degree acid. 





Describes Sheet Aluminum. 


Sheet aluminum is as a rule pure metal, and has to 
be handled somewhat differently from an alloy. 

Where welding has to be done, the sheets are very 
rarely over one-eighth inch in thickness. 

If they are, they can be welded in the same way as 
castings, except that the pure drawn aluminum rod 
must be used, as a filler and sheet aluminum flux 
used. 

Preheating is seldom necessary and any reheating 
or annealing that may be deemed advisable along the 
line of weld can be done with the blowpipe flame, 
using a slight excess of acetylepe. 

Beveling of the plates before welding has hardly 
ever to be done. 

Practice will show that the plates tend to bevel 
themselves as they come up to the melting point along 
the line of weld. 

The welding of aluminum sheets below one-eighth 
inch in thickness will be found to be a somewhat deli- 
cate operation, and a good deal of practice is required 
before sound, neat joints can be made. 

The process is somewhat similar to lead burning, 
and a lead burner rapidly becomes efficient in welding 
thin aluminum sheets. 





Tells How to Test Quality 
of Tin Plate. 


A subscriber asks for instructions for testing the 
quality of tin plate. 

The clearest instructions we know are given by 
LeRoy J. Blinn in Tin Sheet-Iron and Copper-Plate 
Worker as follows: : 

“They must bear cutting into strips of a width equal 
to ten times the thickness of the plate, both with and 
across the fibre, without splitting; the strips must bear, 
while hot, being bent upon a mould to a sweep equal 
to four times the width of the strip. 


“While cold, the plates must bear bending in a head- 
ing machine, in such a manner as to form a cylinder, 
the diameter of which shall at most be equal to sixty 
times the thickness of the plate. In these tests, the 
plate must show neither flaw nor crack of any kind.” 





Gives Composition Used in 
Welding Cast Steel. 


Borax, ten, sal ammoniac, one part. Grind or pound 
them roughly together then fuse them in a metal pot 
over a clear fire, taking care to continue the heat until 
all scum has disappeared from the surface. 

When the liquid appears clear, the composition is 
ready to be poured out to cool and concrete. 

Afterwards, being ground to a fine powder, it is 
ready for use. 

To use this composition, the steel to be welded is 
raised to a heat which may be expressed by “bright- 
yellow.” 

It is then dipped among the welding powder, and 
again placed in the fire until it attains the same degree 
of heat as before. 


It is then ready to be placed under the hammer. 
* * * 


Cream Shipping Can Bottoms. 
From A. E. Browder, Albion, Nebraska. 
Kindly inform me where I can buy ten gallon cream 
shipping can bottoms. 
Ans.—Davis-Watkins Dairymen’s Manufacturing 
Company, 130 North Wells Street, Chicago, Illinois. 


“Capitol” Heater. 
From Green Foundry and Furnace Works, Des Moines, Iowa. 


We would like to know who manufactures the Cap- 
itol heater for combination work. 
Ans.—U. S. Radiator Corporation, 37 East Grand 
River, Detroit, Michigan. 
Steel Wire Furnace Brushes. 


From Samuel P. Hedges, 416 West Eighth Street, Rochester, 
Indiana. 


Can you furnish me with addresses of some makers 
of steel wire furnace brushes? 

Ans.—American Brush Corporation, Incorporated, 
1222 West Madison Street, Chicago, Illinois; J. H. 
Clark Hardware Company, 137 West Lake Street, 
Chicago, Illinois, Phoenix Brush and Manufacturing 
Company, 160 North Wells Street, Chicago, Illinois. 

Sanitary Sewerless Toilets. 


From C. A. Peck Hardware Company, Berlin, Wisconsin 
Please advise us who makes sanitary sewerless 


toilets. 

Ans.—Independent Register Manufacturing Com- 
pany, 713 Frankfort Avenue, Cleveland, Ohio; Auto- 
matic Chemical Closet Company, 1417 Washington 
Avenue, North, Minneapolis, Minnesota; Dail Steel 
Products Company, Lansing, Michigan ; Kawnear Cab- 
inet Company, 1716 Wabash Avenue, Kansas City, 
Missouri; Smith System Heating Company, 821 Wash- 
ington Avenue, S. E., Minneapolis, Minnesota. 
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Illustrations of New Patents 


Watch This Page. Keep Yourself Informed Concerning 
Improved Devices Which May Save Labor in Your Shop 
or Add Another Source of Income to Your Retail Store. 





1,354,243. Ash-Sifter. Joseph Chytracek, Clif- 
ton Mills, W. Va. Filed June 4, 1920. 

1,354,323. Battery Hand-Lamp. Lorenz Maisel, 
Madison, Wis., assignor to Burgess Battery Company, 
Madison, Wis., a Corporation of Wisconsin. Filed 
Aug. 26, 1918. 

1,354,351. Radiator for Motor-Driven Vehicles. 
Charles F. Spery, Chicago, Ill. Filed June 28, 1919. 

1,354,301. Spark-Plug. Albert A. Wells, Detroit, 
Mich. Filed Sept. 26, 1919. 

1,354,305. Wire-Stripping Pliers. Solomon E. 
Aaron, Boston, Mass. Filed April 17, 1919. 

1,354,370. Stepladder. Luigi Anechiarico, Asbury 
Park, N. J. Filed April 14, 1919. 

1,354,378. Adjustable Clamp. Robert H. Carpen- 
ter, Chicago, Ill. Filed Nov. 24, 1919. 

1,354,384. Ax. Chester M. Doolittle, Kingston, 
N. Y. Filed Dec. 15, 1919. 

1,354,393. Folding Gasolene-Stove with Utensils. 
Charles W. Groot, Rochester, N. Y. Filed Nov. 19, 
1919. 

1,354,415. Flour-Sifter. Carl Oscar Nepstad, 
Watford, N. D. Filed Dec. 24, 1919. 















1,354,409. Door-Stop. Joseph Daniele, Needham, 
Mass. Filed Nov. 13, 1919. 


1,354,494. Wrench. Percival Faulkner King, Van- 
couver, British Columbia, Canada. Filed Aug. 5, 
1918. 

1,354,508. Hinge. John J. Newman, Moline, IIL, 
assignor of one-half to Moline Pressed Steel Com- 
pany, East Moline, Ill. Filed Aug. 13, 1917. 


1,354,530. Refrigerator. Charles A. Creapo, St. 
Paul, Minn. Filed March 21, 1919. 

1,354,555. Wire-Reel. Gottfried Henggi, Belling- 
ham, Wash. Filed March 15, 1919, Serial No. 282,- 
851. Renewed March 15, 1920. 

1,354,013. Washing-Machine. Marshall D. Gib- 
son, Webster Groves, Mo. Filed June 23, 1919. 

1,354,021. Driving Mechanism for Washing-Ma- 
chines. William F. Moran, Chicago, IIl., assignor to 
V. B. M. Company, Chicago, Ill., a Corporation of 
Illinois. Filed Sept. 9, 1918. 

1,354,025. Sash-Lock. Samuel Segal, New York, 
N. Y. Filed Jan. 7, 1920. 

1,354,028. Automobile Direction-Indicator. Elwin 
J. Smith, Rome, N. Y. Filed Sept. 21, 1917. 

1,354,032. Automatic Door-Opening Device. Ar- 
thur E. Thomas, Wayne, Mich. Filed Jan. 17, 1920. 
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Weekly Report 


General Conditions in the Steer Industry. 


of the Markets 


Review of 


Prices and Tendencies in Sheet Metals, Pig Iron, etc. 





CANCELLATIONS OF TONNAGE 
CONTINUE IN STEEL TRADE. 


Decrease in the operation of steel mills and con- 
tinuation of cancellations of tonnage are noted in the 
trade this week. 

It is estimated that the present rate of steel ingot 
production is less than 38,000,000 tons a year, as 
against a rate of 42,000,000 tons maintained in August 
and September, while the average rate of output for 
(October was less than 40,000,000 tons. 

The exact tonnage produced in October was 3,278,- 
104 gross tons, as compared with 3,129,323 tons for 
the month preceding. 

The decline was most noticeable toward the end of 
the month. 

Thirty-five furnaces blew out in October, while only 
three blew in, which left 287 active at the beginning 
of November, as against 319 on the first of October. 

The figures as to the October output of steel are not 
available yet, but will be issued soon. 

The independent steel mills are operating as a 
whole at a little less than 75 per cent of capacity, some 
of them having recently curtailed to a 40 per cent 
rate. 

By the end of the year it is estimated that the aver- 
age rate will be half of capacity. 

Those of the leading interests are as yet unaffected 
and are operating to almost go per cent of capacity 
production, being held down to this rate by a shortage 
of fuel, raw material and shipping facilities. 

Large rail reservations are being made by the rail- 
roads and the matter of price is being left entirely to 
the makers. 

The cost of making rails today ranges from $51 to 
$58 among the independents and the price settled on 
is expected to come somewhere between these two fig- 
ures. 

The present quotation of the leading interest is $47, 
but the trade anticipates an advance to something over 
$50. 

It is reported that to date the carriers have placed 
orders for 1921 delivery aggregating 1,500,000 tons. 

The normal requirements of the roads is 1,750,000 
tons and it is estimated that accumulated demand 
under Government control will absorb the capacity of 
the rail departments of the steel mills for three or four 
years. This capacity is estimated at 2,200,000 tons a 
year. 


Steel. 

Figures published last week show that the value of 
iron and steel exports for September declined $1,500,- 
ooo from the figures of the month before, and the Au- 
gust foreign trade in turn was $3,000,000 less than 
July. 


It is fully expected that the October returns will 
show a further decline. 

Export values of iron and steel for September to- 
taled $87,556,292, as against $89,053,343 in August 
and $92,147,844 in July. 

The greatest decrease was noticed in steel bars, 
wrought iron pipe and fittings, pig iron and iron ores, 
while machinery, structurals and wire showed an ap- 
preciable increase. 

At present there are $5,000,000 worth of steel bars, 
sheets and plates bought for export and now held up 
in New York harbor principally on account of the re- 
cent adverse turn in foreign exchange. 

Some of this material is being carried in anticipa- 
tion of an upward turn in exchange, while much of it 
is being thrown on the market through inability of 
some of the export houses to arrange for the proper 
credits. 

Large tonnages of iron and steel products are also 
held up in foreign ports, and much of this is also being 
dumped on the American market. 


Copper. 

A copper official is quoted as saying that materials 
are already somewhat under their recent peak. Wages 
must come down and this is likely to occur before the 
end of the year. Miners are being paid on the basis of 
20 cents a pound for copper and, in some instances, 
even higher, yet we are able to do only a small business 
at 15 cents. 

The sliding scale wage is all very well in theory but 
actually it works only one way and that entirely in 
favor of the mine workers. 

Following the armistice, wages in some camps were 
lowered, as provided in sliding scale agreements, but 
they were quickly boosted $1 a day again owing to the 
high living costs. 

The copper situation is not rosy and we are still 
turning out more metal than is being consumed and 
with production on a basis of no more than 55 per 
cent capacity. 

The spread in the copper market between the big 
producers, the smaller producers and the second hands 
and dealers has practically disappeared and the whole 
market appears solidified at 15 cents a pound delivered 
throughout the balance of the year although some of 
the dealers appear swamped by this new low level and 
show a tendency to offer slightly higher. 

At this new low level much copper was sold last 
week and the week before, but buying interests seem 
to have already covered their requirements for the 
next few months at least and the heavy selling has 
dropped off materially, although there are reports con- 
tinually coming in of small sales. 

Among these latter are a number to foreign coun- 
tries in spite of the new low levels exchange rates 
have touched, and Spain, Italy and Switzerland are 
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credited with fair purchases in addition to the large 
tonnages already reported sold to England, France 
and Germany. 

The price of sheet copper, mill base, has declined 
in the Chicago market from 24% cents to 23% cents 
per pound. 

Tin. 

Another bad break in the London tin market oc- 
curred Tuesday of this week and ranged from 40 to 
75 points, but sterling exchange advanced from $3.35 
to $3.36. 

The domestic market broke again from a quarter 
to over a cent a pound, while the Far East market de- 
clined about 30 points. 

There were 50 tons of Straits sold on the exchange 
Tuesday for March and February delivery, respect- 
ively, at 38.50 and 25 tons for January-February 
shipment from the Straits at 38.75. Wednesday there 
was sold under the hammer on the exchange 25 tons 
(540) slabs of Straits ex warehouse, Pittsburgh, Penn- 
sylvania. 

In Chicago, pig tin has declined from 43% cents to 
414 cents per pound, and bar tin from 45% cents to 
4314 cents per pound. 


Lead. 

The future of the domestic lead market so far this 
week was the reduction of the price quoted by the 
leading interest of 7.25 for New York and 7 cents for 
St. Louis to 7 cents for New York and 6.75 for St. 
Louis. 

The market quotation for deliveries over the balance 
of this year softened some 15 points to 6.50, but St. 
Louis was unaffected for spot, which remains at 6.50, 
hut November and December deliveries dropped off 
10 and 5 points, respectively, to 6.40 each. 

It is reported from Joplin that with the mines down 
the past two weeks and no lead produced except where 
sold ahead on $100 at $110 basis, values of ore shipped 
are out of proportion to the present buying basis of 
$65 per ton. , 

Joplin ore shipments last week were 926 tons, as 
against 1,208 tons the week before, and shipments so 
far this year total 77,780, as compared with 63,306 
tons during the corresponding period last year. 

High grade sulphide ore is now quoted at $104.25 
and the 80 per cent grades $65 at $110. 

Chicago prices for American pig lead this week 
are $7.05 per 100 pounds and for bar lead $7.80 per 
100 pounds. 


Solder. 


No further reductions have occurred in the Chi- 
cago solder prices. Quotations now are: Warranted 
50-50, per 100 pounds, $28.00; Commercial 45-55, per 
100 pounds, $26.00; and Plumbers’, per 100 pounds, 
$24.00. 

Zinc. 

The New York zinc market is unchanged at 7.15 
cents, but St. Louis was off 5 points for spot and No- 
vember deliveries to 6.75. 

The market remains dull and quiet. Zinc ore pro- 
duction in the Joplin district last week was estimated 
at 8,000 tons, with sales of 6,700 tons on a weak mar- 


ket with light demand, though offerings by buyers 
were unchanged. 

Joplin ore shipments last week were 10,198 tons, as 
against 10,748 the week before, while shipments since 
January 1 total 510,397 tons, as against 419,060 tons 
during the corresponding period last year. High grade 
sulphide ore is quoted at $47.90, premium 6o per cent 
zinc at $41, prime Western 60 per cent zinc at $40, 
fines and slimes $35 at $37.50 and calamine 4o per 
cent zinc at $35. 

In London Tuesday of this week spot zinc advanced 
from £37 10s to £37 17s 6d, but futures declined 
from £38 17s 6d to £38 5s. 

The New York equivalents of the London prices at 
the current rate of exchange were 5.55 for spot and 
5-75 cents a pound for futures, which represents a 
drop of 20 points for spot and a quarter of a cent for 
futures. 

Zinc in slabs has been reduced in the Chicago market 
from $7.60 to $7.25 per 100 pounds. 


Sheets. 


The sheet market continues very quiet, with a rather 
sharp competition among a few of the independent 
mills, resulting in lower prices being made from time 
to time. 

In the Chicago market, blue annealed, one pass cold 
rolled black, and galvanized sheets declined in price 
$1.00 per hundred pounds. 


Tin Plate. 


From practically all other consumers the demand 
for tin plate on contract is now heavy, on account of 
deliveries having been under requirements for many 
months past and the paint and other trades are taking 
deliveries very freely. Contract ‘tonnage will carry 
the leading interest through the first quarter of the 
new year, while the independents are likely to be able 
to keep up their present rate of operation, on existing 
contracts, to the end of this year. 


Old Metals. 

Wholesale quotations in the Chicago district which 
should be considered as nominal are as follows: Old 
steel axles, $31.00 to $32.00; old iron axles, $38.00 to 
$39.00; steel springs, $21.00 to $21.50; No. 1 wrought 
iron, $18.00 to $19.00; No. 1 cast, $25.00 to $26.00; 
all per net tons. Prices for non-ferrous metals are 
quoted as follows, per pound: Light copper, 9 cents; 
light brass, 5144 cents; lead, 4%4 cents; zinc, 444 
cents; cast aluminum, 12 cents. 

Pig Iron. 

There is a continued softening in the pig iron mar- 
ket. Northern foundry No. 2 is now quoted at $40.70, 
Southern No. 2 at $44.67, and Malleable at $40.70. 

The bottom of the present move in iron is variously 
estimated between $30 and $35 before it comes to rest 
for a definite period of renewed buying. 

The average price of Bessemer and basic iron for 
October as computed by the W. P. Snyder Company, 
is $47.25 for Bessemer and $42.418 for basic. 

Previous to September the 1920 monthly average 
has undergone a steady advance from $39.074 for Bes- 
semer and $38.479 for basic which ruled for the month 
of January. 
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Current Hardware and Metal Prices. 


AMERICAN ARTISAN AND HARDWARE RECORD is the only 


publication containing Western Hardware and Metal prices corrected weekly 


TheJprices and discounts quoted on this and the following pages, are, for the most part, subject to change without notice. Owing 
to] the unsettled conditions of the markets and the shortage of materials it is practically wmpossible for any manufacturer to 
guarantee his prices for any given length of time. 








PIG IRON. 
Northern Fdy. No. 2 40 70 
Southern Fdy. No. 2 44 67 
Lake Sup. Charcoal... 68 60, 
BEBRERNS ccccecccss 40 70 


FIRST QUALITY BRIGHT 


TIN PLATES. 

Per box 
Ic 14x20..112 sheets $14 50 
Ix I ina:tangsceace «+ 16 35 
1xXX ee ees 17 90 
(XxX Rina Sire ahi haga 19 30 
es i 20 70 
Ic atiins ote el 29 00 
Ix ah tho paaek 32 70 
Ixx ee 35 80 
IxxxX Se 38 60 
“Me canesscesws 41 40 


COKE PIATES 


Cokes, 180 Ibs.... 20x28 $20 85 
Cokes, 200 lIbs.... 20x28 21 20 
Cokes, 214 Ibs....IC 20x28 23 05 
Cokes, 270 Ibs....IX 20x28 25 90 


BLUE ANNEALED SHEETS. 
DS éenuukseoas per 100 lbs. $6 15 


ONE PASS COLD ROLLED 














BLACK, 
eh. BOOB. cc cctis per 100 lbs. $6 90 
a | en per 100 lbs. 6 95 
eee rr ye per 100 lbs. 7 00 
Wh: Bev ivcccacvs per 100 lbs. 7 05 
i eee per 100 lbs. 7 10 
Pek Gebescsndbereen per 100 lbs. 7 20 
GALVANIZED. 
a Sa rene ee «-per 190 lbs. $7 &5 
ee: BR sade per 100lbs. 8 00 
i GOs ow ccvien per 100 lbs. 8 15 
ee Giawcsaences per 100 lbs. 8 30 
> Sewdsseacen per 100 lbs. 8 45 
WR BSsccesccvns per 100lbs. 8 60 
TO Pi sae cacen per100lbs. 9 10 


KEYSTONE HAMMERED 
POLISHED STEEL. 


Discontinued. New product will 
be announced later. 


BAR SOLDER 


Warranted, ‘ 
50-50 .++.+-per 100 lbs. $28 00 
Commercial, 

GEO aedeceas per100lbs. 26 00 
Plumbers’ ..... per 100 Ibs. 24 00 
ZINC, 

De Se sttodeceddecenasecs $T 25 


SHEET ZINC, 


Gee SORR cccccccas cocccccoce chee 
Less than cask lots.....15%-15%c 


COPPER. 
Copper Sheet, mill base..... 23%ec 
LEAD. 
Maegan FOP ceciscawcases $7 C5 
ED sccansdeesecncaacdheaaness 7 80 


Sheet. 
Full coils....per 100 Ibs. $10, 50 





Cut coils....per 100 Ibs. 10 75 


TIN. 
ee Ce vicchennunaen oveccee cS 
Bar CIS < .cccccosecesess 202  ABKHC 
HARDWARE 
ADZES. 
Carpenters’. 
Pe vivucuee Per doz. $29.00 
Coopers’. 
BE ccactdscocsaees -+..Net 
WEE «ceessceunevecens -+-Net 
Railroad. 
PRG ccscccccos Per doz. 30.00 
AMMUNITION. | 
Shells, Loaded, Peters. 


Loaded with Black Powder, 


rowans csncesccccess SED 305 
Loaded’ with Smokeless 

Powder, medium grades, 

veeeeeuseoes weeeeee Less 18% 
Loaded with Smokeless 


Powder, high grade, Less 18% 


Winchester, 
Smokeless Repeater Grade, 


caaedenes ccoccccecsee ERD 166 
Smokeless Leader Grade 
sennensendseohede - Less 15% 
Black Powder......... Less 15% 
Co. &. ¢. 
BORO FRc occ cceccticcasess 18% 
BO 6i08666000e0dedwenea 18% 
POO GOOD wc coccccnsccosees 18% 


Gun Wads—per 1000. 
Winchester 7-8 gauge 10&7%4% 
vt 9-10 gauge 10&7%% 
: 11-28 gauge 10&74%4% 
Powder. Each 
DuPont’s Sporting, kegs..$11 25 
” % kegs 3 10 


DuPont’s Canisters, 1-lb.. 56 
“ Smokeless, drums 43 50 


- 3 kegs.. 22 00 

_ % kegs... 5 75 

« canisters 1 00 
Hercules “E.C.” and “In- 

fallible’, 50 can drums.. 43 50 

Hercules “E.C”’, kegs...... 22 50 

Hercules “E.C’’, %4-kegs.... 11 25 


Hercules “Tnfallible’, 25-can 


GUN cn dcncccescncvccees 22 00 
Hercules “Infallible’, 10 can 
ery ae ee 9 00 
Hercules “E.C’, %-kegs... 5 75 
Hercules “E.C” and “Infal- 
lible”’, canisters .........+ 1 00 
Hercules W. A, 30 Cal. Rifle, 
GRMINEETS coccccececcccecs 1 25 
Hercules Lightning Rifle, 
CRMIMEETR ccccccsccescccece 1 25 
Hercules Sharpshooter Rifle, 
GCOMIBTETS coccccescsececce 1 25 
Hercules Unique Rifle, can- 
SEE ck cksccceccececsones 1 50 
Hercules Bullseye Revolver, 
CANISCETS ...eeeeeeeeeeees 1 00 


ANVILS 
Solid Wrought....23 & 23% per Ib. 


ASBESTOS. 
Board and Paper, up to 
S780" ccc eeeeeses --17c per Ib. 
ED -4006e0000000 18c per Ib. 











AUGERS. 


Boring Machine .....40@40&10% 
Carpenter’s Nut..............50% 


Hollow. 
Bonney’s ........ per doz, 30 v0 


Post Hole. 


Iwan’s Post Hole and Well...30% 


Vaughan’s, 4 to 9 in. 
scocsececesoes? Gen... 90600 


Ship. 
Ford’s, with or without 
SCTOW ncccccccccccccccs Net list 
AWLS. 
Brad. 


No. 3 Handled....per doz. $0.65 
No, 1050 Handled - 1 40 
Shouldered, assorted 1 to 4, 


coccccococcoseose pee grea. 6 

Patent asst’d, 1 to 4 ” 85 
Harness, 

Common ...... ees ™ 1 05 

Patent .ccccccces - 1 00 
Peg. 

Shouldered ....... - 1 60 

Patented ........ - 75 
Scratch, 

No, IS, socket 

Handled ...... per doz. 2 50 


No. 344 Goodell- 
Pratt, list less.......35-40% 


No. 7 Stanley..... - 2 25 


AXES. 


First Quality, Single 
Bitted, 3 to 4 1lb., per doz. 16 50 


First Quality, Double 
WOE cw cccccs per doz. 22 50 
Broad. 
Plumbs. Can. Pat., 6-lb. 65 00 


Single Bitted (without handles). 
Plumbs, 4%-Ib. ......++- 19 50 


Double Bitted 


(without handles). 
Plumbs, 4%-Ib. o> 23 & 


0 
BAGS, PAPER, NAIL. 


Pounds ... 10 16 20 25 
Per 1,000..$5 00 6 50 7 50 9 00 


BALANCES, SPRING. 


Sight Spring........eecee. coolest 
Straight 


BARS, WRECKING 


SAA 


BASKETS. 
Clothes. 
Small Willow....per doz. 
Medium Willow.. ” 
Large Willow.... - 


15 00 
17 00 
20 00 


Galvanized. 1 bu. 1% bu. 
Per doz...... ~++.$16 08 $18 72 


BEATERS. 
Carpet. Per doz. 


No, 7 Tinned Spring Wire..$1 10 


No. 8 Spring Wire Cop- 
DOTOR coccccsccccceceses 50 
No. 9 PrestOR.cccccccccce A TS 
Egg. Per doz. 
No. 50 Imp. Dover........$1 10 
No. 102 “ > Tined 1 35 
No. 150 “ ie hotel 2 10 
No. 10 Heavy hotel tinned 2 10 
No. 13 - - =" 3 30 
No. 16 ig - = 3 60 
No. 18 “ = - 4 60 
Hand. 
8 9 10 12 
Per doz.$11 50 13 00 14 75 18 00 
Moulders’. 
12-inch .........Per doz. 20 00 
BELLS. 
Call, 


3-inch Nickeled Rotary Bell, 
Bronzed base....per doz. $5 50 


Cow, 
Kentucky ..cccccccccccce 80% 
Door. Per doz. 
New Departure Automatic $7 50 
Rotary. 
3 -in. Old Copper Bell... 6 00 
3 -in. Old Copper Bell, 
GOMEF sccoses coccecee 8 
3 -in. Nickeled Steel Bell 6 00 
3%4-in. Nickeled Steel Bell 6 50 
Hand. 
Hand Bell polished List plus 15% 
White Metal...... wid 15% 
Nickel Plated..... . 5% 
DOME cécceeccvsce "= 10% 
Miscellaneous. 
Church and School, steel 


BETO ccccceccceceese TT. 
Farm, lIbs...40 50 75 100 
Each ....$3 00 375 65 50 7 25 


BEVELS, TEE. 


Stanley’s Rosewood handle, new 
ME lcccccsecsccccesoososces Nets 


Stanley iron handle.......... 


BINDING CLOTH. 


POOR ocs0b0dssesesesececece 55% 
EE ccaneennnnw mins heel 40% 
MedGem, BinbeE cccicscccs «eee -60% 
BITS. 
Auger. 
Jennings Pattern ...... «+--Net 
Vord Car.ccccccce List plus 5% 
Ford’s Ship...... ” * 5% 
BEE séteccveceucannasnes -35% 
Russell Jennings...... plus 20% 
Clark’s Expansive ....... 33% % 
Steer’s “‘ Small list, $22 00..5% 
" “Large “ $26 00..5% 
BewWte COP. cccccesceseccccss 35% 
Ford’s Ship Auger pattern 
GOP ccccccceccocecse List plus 5% 
CE hn k00666ssesesecnenes 10% 


: Countersink. 


No, 18 Wheeler’s..per doz. $2 25 





No. 20 - e . 3 00 
American Snailhead - 1 75 
” Rose.... = 2 00 
- Flat.... - 1 40 
Mahew’s Flat.... ™ 1 60 
= Snail..... - 1 90 
Dowel. 
Russel Jennings.......plus 20% 
Gimlet. 
Standard Double Cut Gross $8 40 
Nail Metal Single 
Ge ocneaed Gross $4 00—$5 00 
Reamer. 
Standard Square......Doz. 2 50 
American Octagon... “ 2 50 
Screw Driver. 
No. 1 Common...... 40 
No. 26 Stanley...... 75 
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BLACKING, STOVE. (See Polish) 


BLADES, SAW. 
Wood. 
Disston 30-in. 
NOS. .cccecicS 66 26 
$9 45 $10 05 $9 45 
BLOCKS. 

WoOOdEN ..ccccccccccece seecee 20% 
Patent ...... b06-060600000006 -20% 
BOARDS. 

Stove. Per doz. 
DOE on 080sscnseseusene -- 13 60 
CGE cave ceaveedancsvess 16 05 
SERGE cccccccocevesencese 18 85 
SOND. 0:06.006060005060000% 21 30 
SGESE cdcccccoceccesvceces 25 60 
SExBG nc ccccs ictiiueudatane 30 50 

Wash. 

No. 760, Banner Globe, 
(single) ......per doz. $5 25 
No. 6652, Banner Globe, 
(single) ...... per doz. 6 75 
No. 801, Brass King per doz. 8 25 
No. 860, Single—Plain 
PUD cesocesecsoccescos 6 25 
BOLTS. 


Carriage, Machine, etc. 
Carriage, cut thread, %x6 


and sizes smaller and 
SheesteP cccocccoces & 10% 
Carriage, sizes larger and 
longer than %x6........ +15% 
Machine, %x4 and sizes 
smaller and shorter...... 50% 
Machine, sizes larger and 
longer than %x4......... 40% 
BOWS cccccsccccccesescses 5-10% 
Tive cccccccs ecececcesoses 40-5% 


Goemm, WERecccccccccccccceces 5% 

Gem, bronze plated......... 5% 
Barrel. 

SORE ccccccccccccccccccceces Nets 

Weems ccccescccoscesee * 


Wrought, bronzed ....... 


Flush. 
Wrought ..ccccccccccocess 


Spring. 
Wrought ..ccccccscccccccs 
Wrought, heavy ........ 


Square. 
Wrought .cccccccccccccces 


BOXES. 


Mail. No.... 2 4 10 
Per doz...$18 00: 23 00 29 00 


Mitre. 
Stanley’s ........ -.--Net Prices 


Stearns, No. 2..per doz. $48 00 


BRACES, RATCHET. 
Goodell-Pratt No. 408 $4 60 
- “* No, 410 ......- 4 80 
* ~—SNo. 4123 2... +0 5 00 
V. & B. No. 444 8 in.......- $4.65 
Vv. & B. No. 333 8 in....... 4 30 
V. & B. No. 222 8 in.......- 4 00 
Vv. & B, No. 111 8 in......... 3 50 
Vv. & B. No. 11 8 in......... 3 05 


BURRS, RIVETING. 


Copper Burrs only..25% above list 
Tinners’ Iron Burrs only..... 30% 


ee TE. cccvccese eoccecess 7T%% 


Wrought Bronze, No. 175 AC 
_ Beer eee covcecoeth 36 


Steel, Bright, Narrow 15-7%-5% 
Steel, Japanned, Narrow 


1£666.6%000 0600806000806 List-+65% 
CALIPERS. 
ROGER hectdsvdsasevascoseve Nets 
Inside and Outside......... - 
WE sestdrsendecawscessdee - 
CALKS. 


Logger’s Boot. 
(Lufkin R. Co’s.), per M..$7 00 


Toe. 


Blunt and medium, 1 prong 
DEF 360 WB. cccccccecvese $6 20 


Sharp, 1 prong, per 100 lbs. 6 70 


CANS. 
Milk. 
Ohio. 
Ges canoes 5 8 10 
Each $3 65 $4 45 $4 70 
Gem 
ae 5 8 10 
Each $3 85 $4 95 $5 20 
Jersey. 
Gate cscece 5 8 10 
Each $415 $5 60 $5 90 
Holstein. 
Gea<csves 5 8 10 
Each $415 $5 60 $5 90 





CAN OPENERS. 


See Openers, 


CAPS, GUN. 


See Ammunition. 


CARPET STRETCHERS. 


See Stretchers, 


CARRIERS. 
Hay. 
Diamond, Regular...each, Nets 
Diamond, Sling..... ” ” 
CARTRIDGES. 


See Ammunition. 


CASTERS. 
Standard—Ball Bearing, 


eee eee eee eee eee eee ee | 


Common Plate. 


UG TIE «= ccncesatocases 15% 
Iron and porcelain wheels, 
mew List ..ccccscccccccces 
Philadelphia Plate, new 
BE cancenseccseceseseass 50% 
BMartin’S ccccccescccccesees 40% 


CATCHERS, GRASS. 


No, 1608S, per dOzZ......cee% $12 25 
No. 1658, TTT TTT TT 14 01 


CEMENT, FURNACE. 


American Seal, 5 lb. cans, net §9.45 


Picture Chains. 
Light Brass, 3 ft. per doz. $1 25 
Heavy Brass, 3 ft. - 1 75 


Sash Chain. (Morton’s) 
Steel, per 100 ft. 
0 ° edesckus$eseeeeoede $2 50 
DS “étevetoseecdossnedase coe 8 10 
SD «senses i thie fac de igh aes abe aakdl 3 60 
Champion Metal. 
Se. ebésehessereeones eeecccee 5 40 
Bee esece covcccece evcccrcce 5 60 
BR. cvcecocesscseveccs Secces 7 75 
Champion Metal.—Extra Heavy. 
1 TeUTTTITTT TTT eecccece 9 
Cable Sash Chains. 
ee List Net Plus 15% 


CHALK, CARPENTERS’. 


MOMS  ccsccvessseves per gro. $1 40 
PE éctedeesssoeeene 28 1 40 
ae eessscnnaceee ” 1 25 
Common White School 
CRAFOR ccccccccece = 25¢ 
CHIMNEY TOPS. 


Tm CRED ccocesese --per bag $1 70 


CHECKS, DOOR. 


CONOR: oc daceceseeseneses Net List 
ROR. oc ccccecccoccsenccess 20% 
CHISELS. 

Cold. 
Good quality, % in., each $0 49 
cad ia % in,, Lh 0 32 
Diamond Point. 

V. & B. No. 15, % in..,...... 0 37 
V. & DB Me. 16, BH Weecccece 0 60 
FIRMER BEVELLED. 

Berg’s (Swedish). 
%-inch, per doz......... $4 45 
~~ = _ ~~ ~ s6eeneee 7 15 
1%- “ wr TTT TT TT 10 15 
~~ = = cocceces 17 15 
2%- “ -  —ePpp ee esece 26 95 


Round Nose. 
V. & B. No, 65, % im......+- 0 37 


Saw Filers.. 
Wentworth’s, No. 1, $12.50; No. 
2, $18.25; No. 3, $16.25. 


CLAWS, TACK. 


Wood hdl. No. 10...per doz. $0 95 
Forged steel, wood hdl. “ 1 75 
Solid steel.......see0% > 2 40 
GORt ccccccccccecsece - 50 
CLEANERS. 
Drain. 
Iwan’s Adjustable.........25% 
Iwan’s Stationary........ 30% 
Pot, 
Wire ......+++++-per doz. $0 75 
CLEAVERS. 
Family. 
Boatty’s, 
inch..... 7 8 9 10 


Per doz. $2700 2900 3300 36 00 


CLEVISES. 
Malleable ...... eccccccces 10c Ib. 
CLIPPERS. 
Bolt ccccccccccce ooe+-$2 2546 00 
CLIPS. 
MD os 050 00s 06nseeeeences 65 @5% 
Damper. 
Standard ......+e.6- per doz. j0c 
RE 0006 66066e0b%es = 38c 
BUMMeC ..nccsccccccsecs - 50c 





V. & B. No. 65, % in......... 0 49 


SOCKET FIRMER. 
Berg’s (Swedish). 


%-inch, per doz......... $11 95 

— wT TTT 16 75 

1%- “ — s6eesene 23 95 

~~ = 7 eccccese 35 95 
Cape. 

V. & B. No. 50, % Im..ceccoee 0 29 

V. & B. No. 50, % in........ 0 71 


CHUCKS, DRILL. 
Goodell’s, for Goodell’s Screw 


Debvere ccccceces List less 35-40% 
Yankee, for Yankee Screw 
BeWWSTS cccccccccscesses --$6 00 
CHURNS. 
Anti-Bent Wood, 
| aE 10 
Bach ..ccee --$3 00 460 4 85 
Belle, Barrel ...... oeee-65&7%% 
Common Dash, 

Gal cccccceccccccces 6 7 
Per GOS. ccoccecces $17 00 19 00 
CLAMPS. 

Adjustable. 

WMertin’e cccccccccccscceses 30% 

Bee, GE BePOW icc ccocsevcess 20% 
Cabinet. 

BOPSW ccocsccecscssesesocess 20% 
Carpenters’. 

Steel Bar...List price plus 25% 


Carriage Makers’. 





a sa 10 Ib. cans, “ 90 
25 1b. cans, “ 1 87 


Asbestos, 51b.cans..... “ 45 
Pecora, 51b.cans.,.... “ 45 
” 10 Ib. cans...... By 90 
” 25 lb. cans...... ” 1 87 


8% .. cocvccce e++e-per doz. 7 00 
OP cesusceeesee - 14 00 
BP” lcccccccesose - 28 00 
SP lkwcucevsccss “ " 46 00 


Quilt Frame. 


No. 30 Ball and Socket, 
24%” head.....per gross $13 00 


No. 50 Ball and Socket, 
3%” head..... per gross 14 60 


Hose. 


Sherman’s, brass, 4”, per 
GOB. ccccccscces seceeeee $0.48 


COLLARS, STOVE PIPE. 


Lacquered. 


Inches 5 6 
Fancy pattern, 


‘ 


per doz.... 80c 85c $1 15 
COMPASSES. 
Carpenters’ ....ccrcccccccces 15% 


COPPER—See Metals 


COPPERS—Soldering. 
Pointed Roofing. 


3 lb and heavier....per Ib. 37c 
2 De ccces @ccccsee ecce * 38c 
BSH We cccccccccssccece “ 3%e 
1% Ib 5ens0keees eoee “ 40¢ 
1 BWeccccccccceces ecce « 43¢c 
CORD. 

Picture. 

White Wire ....eseeee8- 60&5% 
Sash. 

Sampson Spot, No, 7, per 

GOR, coccccecesccececess $24 5) 
Sampson Spot, No. 7, per 
a 000seeeeneseeeese --$29 4° 
CORKSCREWS 

Walker's ....ceseces eecceccces 30% 
Williamson’s Regular..... 35&11% 


Williamson’s Forged Worm...40‘6 


COTTERS, SPRING 
All SIZES 2. ceeeeeeecseeeees 874% 


COUPLINGS, HOSE. 


BraBe ccccccccsceses per doz. $2 20 


CRADLES, -GRAIN. 











CHAINS. 
Breast Chains. 
With Slide...... doz. pairs, 5 50 
Without Slide.. ni 5 06 
Doubleslack.... - 9 35 
With Covert Snaps “ 6 38 


Double, brass, %”, per doz. 1 20 


Morgan’s Grapevine per doz. $45 ‘0 
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CRAYONS—See Chalk. ELBOWS—Conductor Pipe, Wood Pails. HANGERS. 
Galvanized Steel, Tin and Terne, a a 15 Ib, $1.00; 25 Ib. $1.50) Barn Door. 
on CUTTERS Round Corrugated. ¥ U. S. Roller Bearing..... 12% % 
>. Size. Doz. be A Lightning, 15 Ib. 90c; 251b.| watchless . 12% % 
ee . —_—  — omen ao eee “ ‘ ‘ 
Woodward CN cneanivenness cunssee -50%| § each Warehouse Tandem, 3a. 
Meat. SEN: \avbudaaaweeeean eee -50%/lTin Cans. SOS nec nneencse one 33% % 
Enterprise—Nos. 5 10 0912 oem Ae eee ne ee — Frasee’s Conductor P. 
Each.... $2 50 $425 $8 75 sen CORCHO SEDO SECTORS TEE oe Ce Gh BOP GBs cccccccvces $1 75) Iwan’s Perfection.......... 45% 
; Nos. 22 32 WEMGCM wcccccccscccccsesessese@ 3 eae 3 25 Eaves Trough. 
wae 650 8 50 All sizes, 5” or smaller, 
Pipe. ENAMEL, STOVE. comes «€=—COtié<‘L SCM °° per gross $3 80 Net 
Saunders’, No. 1 2 3 le All sizes, larger than 
Each ...... $185 275 6 75|Iron, Black. Per eae Family.  sacacees per gross 6 00 “ 
Peerless Gloss, Rewcds --$16 2 
Slaw and Kraut. Per doz. eae oe _~ 00 oe 5 . 10° 22 |Garage Door. 
% Pt...--+- . Per doz, 2050 2175 2625 3050] night Angie 50&10% 
4-knife Kraut...... $20 00-55 00 foe ee a ee es 4 
3-knife Kraut , % gal $12 00 Mounted. Sliding Folding ......... + 50% 
TO a 18 00-18 00 ‘an . yo 21 00 Ball Bearing.. 1 2 3 ee 50% 
1-knife Slaw...... 2 50] aluminum Per @veus DN <«tcbennen $4 75 5 00 5 25 Parlor Door. 
2-knife Slaw ...... 3 00! peerless, % pt....... cece $42 60 ACME cccccccccess per set, $3 75 
EE Oi che a 11 00 Yh Dts esses sevens 61 20 GUN WADS. ess 
Lane’s Standard... ww 3 560 
(See Ammunition) Lane’s New Model ” 3 10 
DAMPERS, STOVE PIPE. EMERY, TURKISH. Le Roy Noiseless....... 40&10% 
Diamond. . Out of market at present time. GUNS. PEE ka sicnsdsccccons + +25% 
tic, bbe eee odaes eee TT er ee 
AM) claue....00% fram Mew Lat Domestic, Ib 11%c Advance - -40&10% 
[ver Johnson Champion Single 
2 Ere Barrel Shot Guns....Net Prices 
DIES AND STOCKS. — Double Barrel, Hammer- HASPS. 
, — BORD cccccucescsvccess 
IE gcc acitcccacanns New List 3 - ee Seeaes Wes ow ee Ae = 
Drifting Pick ...... 60, 10 & 5% 
DIGGERS. Hooks and Eyes— HAFTS, AWL. HATCHETS. 
Post Hole. Brass, 1%”, No. 60, per went. 
Eureka..... -....per doz, $14 50 SE. usiesaannwers elma $3 50 e Common .....---- per doz. $0 35 ae ey ‘ Bens mies - 
Iwan’ . Iron, 1%” No. 50, per gross 1 60 aa -_ aw, per dos... 1 1 865 
— Handle (Eu % eo Patent, plain top.. sis 80/Cast Shingling ” 1 50@ 1 85 
4-ft. Handle..per doz. 15 00 : - a Patent, leather top OOIDOTMIARIOWR 0.0 ccccevcicceces 1%4% 
7-ft. “ ..per doz. 20 00 FASTENERS, STORM SASH. Sewing. Plumbs, Octagan, Half..... $2 00 
Iwan’s Perfection (Atlas) Shroeder’s -eesee-per doz. $1 50} Common .......... 24|Plumbs, Broad, No. 1...... 1 90 
DOF GOB. cccccsccccece 16 50/lsensible ..........- “ Sn Malet .. occu ccsecc “ 55|Plumbs, Lathing No. 1..... 1 50 
Iwan’s Hercules pattern 
DEP GE. ce ceseeveawes 18 00 FILES AND RASPS. HAY KNIVES. 
See also Augers—Post Hole. /Deita HAMMERS, HANDLED. See Knives. 
Dividers, Wing ......++++++- PO, ness vc a nalceancaien dan 30% each, net 
eee List plus 257% | Blacksmiths, Hand, No. 0, HAY RACK BRACKETS. 
DOOR CHECKS- -See Checks Utiltiy “net. 26 OZ. sere eeeeceeeeeecess $1 35) rape 
iit Engineers’, No. 1, 26 oz.... 1 35|Wenzleman’s No. 1 
DOOR HANGERS—See Hangers | . _, |Farriers’, No. 7, 7 0z........ Pe Sie enoorons per doz. sets $18 00 
eee 50-744 % “ Wenzleman’s No, 2 
Ee Machinists’, No. 1, 7 0z.... 106) 0. per doz. sets, 19 20 
DRILLS. Black Diamond .......... 40% | Nail. 
BED Swedes cdedanese 50-71. |Vanadium, No, 41%, 16 0oz., HINGES. 
9 
Blacksmiths’ Twist. (New Great Western ........ 50-74% Vv yn : No. ; 11% ‘ 16 “a set ss amnd. ~ ‘a 
BEEN. gidutnenckot cemkuaued 40%| Kearney & Foot....... 50-74% % RMR ec cc cues, 7.1 60 —e" nna a - ee 
cee aa k wma aA “ae : 
one McClellan ...........+: 50-74%4%| Garden City, No. 111%, 16 = s per Gan este $2 25 
Nicholson brand ......... 40% gS a See 1 35 ae eee 5 75 
Mere Falls Be. 12, coh $46 00/ J. Barton Smith...... 50&7%2%\Tinner’s Riveting, No. 1, 8 Gate, 
112, ' 26 00! X-F Swiss Pattern... .List-+10% Ci. WN vekacleehernns bs 420) COMER eA wcccsss 1 2 3 
Hand. Simonds’... 2 ese ccsccscce 50%\/shoe, Steel, No. 1, 13 oz Hgs & Ltch, dz. $550 700 975 
; NS. itnineaderiineccaens 50 % GON cesewideucanghenne 1 00| Hingesonly * 475 560 800 
Goodell’s Automatic. Heller's (American)...... 50&10% | rack Latches only, 190 190 .. 
Nos. 01 03 DRE eae ede eos seta gmnend ewan 5% . Screen Door 
Per doz. 1200 14 40 PED SA. diceawatennwqns sen 75% a Oe 1751—3x3 ; a 
Goodel’s Single Gear, per coe et en rere e rere 1 00 TEE—W-OES 20 00+-2ere0s oz. $2 30 
BR. essscovesess saveces 08° STOO SMES «+ sc ccees “ 86 
Goodell-Pratt No. 4%, per FIRE POTS. Spring. 
doz, list, less......-.++- 30%/1ayton & Lambert’s— HAMMERS, HEAVY. Chicago ....... Add 12%% to list 
aay gy No. 379, per OO. “ceteoce save $4 00 @ $6 00 Columbia Dbl. Acting, 
oz, list, less........ ooes BOB gare Clty ....ccccoss each, 6 35) Farriers’ ..........0.0-.0.- i | Tee eee 40&10&5% 
Reciprocating. eee each, $6 75 @ 8 50|]Mason’. MO --sacodsnes acnbheeeindens 25% 
: Single and Double Face....50%| Ideal Detachable, per gro. $11 00 
Goodell’s........- per doz. 26 00 FORKS, BERCGRIGGR 2a cc csccecesces - 40 
Manure. N Id $7 = 
" DE -codcnmexanewiee New prices a ee es Ree per gre, 0 
DRIVERS, SCREW. ° HANDLES. IONE Siniscscncusinenbaanl 20% 
asics d dleng ae tee Nets GAUGES. Auger. Wrought Iron. 
Lock Ferrule ........ “ Cream Pail. Common Assorted, per doz. $0 75| Per 100 pairs with screws: 
CIE. ndcdecewics sys * Fairmount......- per doz. $3 75) pratt’s Adjustable, Nos. Light Strap Hinges, No, 3 $13 20 
Champion Pattern ........ « |Marking, Mortise, ete......... Ey 7 ae 6 00| Heavy Strap Hinges, No. 4 16 50 
Clark’s Interchangeable ee eee eee ee ee ee Nets! tIves’ Adjustable....per set 1 35| Wight T Hinges..... No, 3 12 60 
SEER ee « |Wire. tai Heavy T Hinges....No. 4 20 60 
_\ -Prrrrrrrerreeerereeree 30 
Reed’s Lightning ......... “ ee ae ee eT 25% % Extra Heavy T Hinges, 
Geodell’e Geiral .. ae Chisel. a oa at 7 es ~ a een No. 4 22 50 
Yankee Ratchet ...... va, GIMLETS. Hickory, Tanged, Firmer, As- a = and Simp. 
bin I fe ‘i sorted, 55c; Large, 85c per 6 to 12 in....per100 Ibs. $7 75 
0z. 14 te 90 fe... “™ we 7 60 
Discount ...ccccccccceces 35@40 “ “ 
‘a — cows Hickory, Socket Firmer, As-| 22 to 36 in.... 7 25 
EAVES TROUGH. sorted, 70c; Large size, 80c 
om GLUE per dos. Serew Hook and Eye. 
50% off Standard List. ulk. ea ee per doz. pair $2 06 
Pe I nntccceds ane Per TR. SEGRE TE once cecccsacscces 40% i} Ms cnenea ws - o 3 50 
BD, WeeWeccccccecvcnes ” 40clMwtitimg WPhekk 2.2... ccccccces 40% Th. Miswecnceniic = ” 5 00 
ELBOWS—Stove Pipe. mm Ge BG. 0 cess ‘“*  32c| File, assorted, 30c; Large, 35c per 
, Liquid. oz. 
1-piece Corrugated, Uniform HOES 
Doz Army @& WAV .ccccccocsecs 40% Hammer. 
«inch $2 25 Le Page’s— PRE Le Oe eC Ce Te Net 
=e Re - 2 se OP ie! ee Adse Eye ..per des. 40c to $1 00 
WS Svii.cenendese sy weeweny 2 30 List “B’.......... 3314 % Blacksmiths’ ™ 45c@1 00 00 
IESE easel ine eo ae 25 %| Machinists’ “ ——-§0¢@1 00 mOOmS. 
Uniform, Collar Ajdustable . Hay and Manure Fork....... 25% — Nv. 60..... per gro. 50% 
- t 
Oz. GREASE, AXLE. 25 
Stach aa . Screw Driver. NE i. eeu k ad 70&5% 
cies twdantOudeernwtue f “Wood Boxes. Assorted ..........62.--++000+ 61 gone .......... 65&5% 
tt 5 cceiushentgetwaguned 270| Frazer's ........ DOF GPO, GES OD] TMS ceccccccccscscscccsces —_ 
SEE. athakchucanseecen cau 3 00! Hub Lightning .......... 7 50'Shovel and Spade............ 25%' See Stops, Bench. 
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Box. 

WR cccadccnves 9 10 12 

Bach ......--- 0 33 0 85 0 40 
Bush. 

Commun Axe Handle, 

DOF GOB. ccocccccccccces $22 00 

Chain, 

Inch.. %4&5/16 % 7/16 Wy 

Pr 100 $7 60-810 975 1160 1260 
Clothes Line. 

Japanned -per | doz. sees 40 


Galvanized... _ 75c@2 50 


Coat and Hat. 
Common Wire per gro. 1 25-1 65 


Conductor, 

Iwan’s Tinned Sickle....... List 
Corn. 

Common, riveted, painted 

SOE cocossecvovecs per doz. Nets 

Little Giant...... = ” 
Gate. 

See Goods, Bright Wire. 

Grass. 

Common Nos. 1 3 5 7 

Per Doz...$450 350 375 325 
Hammock. 

a per doz. 1 10 

With screw....... = 1 00 
Lambrequin, or Drapery, 

Re , 6461dceaeeontennuees 30c 
en 50% &50&10% 
Potato and Manure.......... Nets 
Screw. 

ee 70% 

(See Goods, Bright Wire.) 
Seat Spring............ per Ib. &%c 
HUSKERS. 
Soss. 

BOO, cccecccoeccecces B E 

PP Gina c+svecccendes New Nets 

Me. EBB.ccccece per doz. New Nets 

IRON, PIG. 
See Metals.—First column. 
TRONS. 
Curling. 

Ditdethveeeekatens per doz. $4 40 

ee eee = 50 

Ptiethans tweacds ve - 58 

NE ace an pee ' 1 25 

Thelma 1 25 
ee 1 00 
Plane. 

Wood Bench...Add 10% to list 
Sad. 

Charcoal -per doz. $11 00 

Common, petted, per 

100 Ibs. seesenaceseowe 7 75 

No. 70 Asbestos...... $1 50 net 

No. 100 = wenees 175 net 

Common, nickel plated.... 8 25 

Mrs. Pott’s, 

No. 50 J, Enterprise, per set Nets 

No. 55 J,, “5 = - 

No. 50 T, Xn ” - 

No. 55 T, ss ” 
Tailors’ Sad........... perlb. “ 
Tailors’. Goose......... perlb. “ 
deal. 

6 Ib. Household.......... $3 50 

9 lb. Dressmakers’ ........ 4 25 

14 lb. Tailors’ Goose....... 5 50 
Tuyere. 

Single Duck Nest..per doz. $5 25 

Double Duck Nest.. “ 6 25 

DD  g.bcksweewennend each 2 60 

JACKS. 
IIS gis <eccccacnsetess 30% 
Wagon. 

Richard’s No. 1..per doz. $15 50 

DY . seeesesassadeuunes 20 00 

Oliver, 

Se 
Each ......- $0 60 $0 80 
Standard, 

aves cpaeunen 

Each so" 60 $1 00 

R-W 
DE Gevvineedcenharkawene 40% 
SE Sctidvanesweeueees nasene 40% 

















KETTLES. LINES. NAIL PULLERS. 

ie oe a rele eet 15 oon See Pullers. 

areata raat tte douse | SOS Jute......per dos. $0 95 

reat eeaamenietony per lb, 27| 60-ft. Sisal ..... . 40 ' 

— ctebehaneaeenee van 40&10%/ 50-ft. Cotton..... ” 15 NAIL GETS. 
mr «6@eeeeceecooes eovces «+250 50-ft. Braided Cot- See Sets. 

- CE  seccvecssce 25 
KNIVES. NETTING, POULTRY. 
LINING, STOVE. 
on Suome. F Galvanized before weaving. ..50% 
— » 9-in. Scimiter Blade, — NR <5 vicncn eietoa Kail per crate 42c/Galvanized after weaving... .40% 
i E bhieaaihehtibaiey § 
Butcher, Per 402.|parn Door LOCKS NIPPERS. 
Beechwoo a : 
blade ..-.----7.-.....$4 00/ No. 60 Stearns...per doz. $12 00/nd Cutting. 
Beechwood Handles, 7” No. 80 sas “ 24 00| Berg’s (Swedish) In. 5 6 
mi Me oe rears fast tt 4 65 Per dozen ........ $12 60 15 20 
eechwood Handles, 8” 
UE Scacutaccencecaces 5 65) cting, MACHINES. gee ae a 6 

Cooper’ ee = a oa 

: ae 15% Stearns No. 1...per doz, $16 00 Per dozen ....... $10 056 13 00 
‘orn, 

Tr * Hoof, 
5 el bboeeecnnay per doz. $1 75 ~g: Spoke, each $16 00 BOOED occoscscoscceses 40&10% 
——* se eteeee A ; . . . V. & B., No. 52, each....$2 26 
Woodford ........  “ 2 25 sam, perme 

Drawing. See menen, ; NOEELES. 

a, ee List&5% — 
yn ne ME eT ete 15% MALLETS. Magic ...-+.++++. per, doz. $9 60 
Barton’s Carpenters’....... 15% . Diamond ....... 5 76 

Hay. Carpenters’, 

Iwan’s Solid Socket..doz. 13 00} Fibre Head, No. 2 per doz. $16 50 NUTS, HOT PRESSED. 
SN ssacsend oeane “* 13 00 a No. 8 - 19 60 
Iwan’s, Sickle Edge.. “ 18 00 “ No. 4 “ 28 59|Sauar Tapped. 
Iwan’s Impv’d Serrated “ 18 00 , $1 85 off 100 lbs. 
Hea Round Hickory Hexagon Zenped. ° 
Me I la per doz. $3 00— 5 00 
Challemme .....00+ per doz. $6 00} Round Lig- v.55 OS per Se) Oe. 
Pe acas-eaes ” 3 75 numvitae.. “ 6 25—10 50 
Mincing. Square Hickory “ 3 50— 5 50 OILERS. 
Common, Single .. “ 60} Square Lig- 
Common, Double.. “ 90 numvitae.. 8 00—12 00/Chase Pattern. 
Streeter, 4-blade.. oP 1 30] Tinners’. Brass and Copper.. 10% 
Streeter, 6-blade.. 2 00 BNO scccceecs me Ge: GE Bee Be aedssiceereocanses 20% 

Putty. Railroad. 

Common ...per doz. $0 75@1 50 MATS, WMATA. ccc ccccesceseoves 33 
Landers .... “ 1 75@2 50| Door. . — ies 
: . steel, 

Scraping. National Rigid ....... 5&10&5% “ . ge 
Beech Handle ..... . 90@1 10 Acme Steel Flexible....... 50% COPPEE PUMAAS 0000000! otetntes 
OS , eer 5 50@6 50}. 

Stove. 
a 
Be, Givaveesnndes per gro. Nets me OPENERS. 
" KNOBS. Bice etna “ See Box Chisels. 
— — ss No. ... Asbestos Toasters or Can, 
ae eeteeees doz, wire-covered Stove Mats, ; 
— seeeeees ; = with handle....per doz. 1 10 ang ‘ae tpaity _ os - rH 
Reta eee No. 2 Asbestos Toasters, - 
with ring...... per doz. 60/Crate. 
LADDERS T.. & Biesovs per doz. $7 25-11 00 
. MATTOCKS, 
Commen Leng. OUTFITS, COBBLING. 
POP Bh. wccvccccces cece ROD ok kccacecccesecenes 25% 

Extension, Combination ..... per doz. $16 00 
Per ft. cccccccccsccceeedS tO 38 MAULS. Economy ...--++-+ = po 

Step. Pamily ...ccsceres - 14 
, per ft. Weed Chupa. 

oS ae Lake Superior & Oregon 
ee Oe ee ONE Se] pete crsaeeeesene soe -4085% | pans. 
Challenge, 6 to 9 ft......... 55c se-at 

-qt. without gauge, 
10 tO 16 ft... .eeeeeeeeeees 60c ae ti‘i‘iLL(CO*C*‘C*# Mn Sku swD ..-per doz. $9 50 
Galvanized, doz. ........... Nets seated = oe doz. 11 00 

LANTERNS. Japanned, doz. Nets 

ee Seer eee 20-qt. without gauge, 

Bull’s Eye Police | — fo gaaweweeeeeennes per doz. 11 75 
3-in. Flash Light per doz. $13 00 MILLS, COFFEE. Sap. 

10-qt., Ic Tin cecee per doz. $4 - 
LEADERS, CATTLE. De -.. sickcteussnens 16% % es = Seoae 5 50 

a aa “~ PE srinwaan 00 csddouscod 50&5% aoe. . a6 18 20 
— eT Te ee a aan ee ee eens ® aly. qts. 

gt eh esaembprest asi18°°” 40-10% | Gary. a 39 75 1075 1275 14 50 

Water. 
MITRE BOXES. Galvanized qts. 10 12 14 
LEATHER, LACE See Boxes, SEPM acosseed $575 650 725 
Rawhide 5%” eae aredl 100 ft. $2 60 Wood. 
Se secaceces 4 40 MOPS. Cable, 2-esp SSP per doz. — 
LEATHERS, PUMP. Cotton, Star (Cut Ends). Codar, 8-Hesp, brass “ Hote 
Pounds 12’ 15’ 18’ 24’-3 oz. 
Valve and Plunger........... 10%| Per doz. $4 50 5 65 6 75 9 00 PANS 
LEVELS. NAILS Dripping 50006000084 6040 00088 Net 
Fry. 
Disston, No. 28 Asst........ $22 O5\Cut Steel............. ee $6 45] GCommen .......ccccccceees ets 
No. 18, 20 in...... 21 9 . tia ete ptate 
“ No. 22, 3 genie 22 90 Dt) hevse ecb tedeneeoed 4 45 
‘ Shafting, i ihcase: 19 80] wire, Roasting. 
= 6 in. gr. glass 24 20 Paxton, 
— << eee 5-75] COMMON ...-..- esses eees 4 45 et asst & Ff ‘ m 
ia No. 10, 123 in....... 5 75 Per GOS, .cccccccccsccceces e 
= Fe Bee Oe Os ecces's 6 2 Coment Coated. Neverburn ...-scecceccces val 
a 8 See 12 40} Small Lots ..........+++-. 4 20) Savory, No. 200..per doz. $8 40 
S 24-26 im. ........-. 12 40| srorseshoe 
- 2 rer 13 10 , 
DE, devceseeckhesanad 55&5% PAPER. 
Capewell .......+-se+--eeee 15% | Roofing. per square 
LIFTERS. Perfect ...-.-----+eseees 55&5% |Major, 1-ply «.---+-+++++++5 $1 83 
on SOP TO a 20&5 % 2-ply boneeneseneeseu 2 +4 
. © Bee oseceucsceueess 
Coppered ..per, gro. $3 25@5 0 OF eel ata 3085% |nog Rosin’ ......_per ton $i2l 48 
Alaska .... 8 00| Picture. 
Alaska ....  “ 10 00| Brass Heads ............... 25% |Sand and Emery. sa oie te 
No. 1, per ream, best grade 

Transom, EE sna k tin ib atin ceeinan 50&5%!| No. 1, per ream, cheaper 

ETD, gad ccactucwnsicads 55% |\Furniture ......... List plus 15% BTAGO cecccscssccceccecs 4 86 
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PARERS. Lineman’s Side Cutting. 
‘oot Berg’s 
or Swedish). Inn6 7 8 
Goodell’s sees Der doz. 7 80 oa Pol ooh 
Turntable ..... 40 . r ° 
White Mountain = 3 = GOR, cccece $1670 2000 23 35 
Reading No, 78 = 11 4 
- Long Nose Side Cutting. 
Potato. Berg’s (Swedish) In. 5 6 
Goodell’s Saratoga, 10% Blk Pol. Face, doz. $1225 15 20 
Men jssegatenae'ed -- 6 50 : 
Goodell’s Saratoga, 5 in., Flat and Round Nose. 
GOB. ccccoccccccece cocese 6 Berg’s (Swedish) 
Flat, In. 4 6 8 
PICKS. Blk.Pol. Face. 
Adze Eye Ore......seee. +++22%% Dos, «+++. $890 1336 19 66 
Drifting and Poll Picks..... 22%4%| Berg’s (Swedish) 
Plumbs, Railroad ......... 22% % Round. In. 4 6 8 
Surface .cccccccccccecccees 22% % Blk. Pol. Face. 
DOS. cece $1115 1630 2335 
PINCERS. 
Carpenters’, — steel, PLUMBS AND LEVELS. 
MO seces 8 10 12 See Levels. 
oa "to 3 -80 105 # = 
lacksmiths’, @ 16 cccccces 
Heller’s ....c...ec- List plus 10% POINTERS, SPOKE. 
PINS. Stearns’ No, 1....per doz. $10 00 
Clothes. = No. B..02 - 12 00 
Common, per box of 5 gro, $0 95 
Picket. POKERS, STOVE. 
Fluter, 15-in.....per dos. $1 10) wre steel, str’t or bent, 
Spiral’ ees a “ 1 90] cert rreerereeeeee per doz. $0 75 
Nickel Plated, coil hanl’s “ 110 
Senteate PIPE. 
‘onductor. 
Plain Round and Round Corru- POLISH. 
gated. Metal, 
2 ntheeds ceesahee en 5 
pa re Peekese sentative 3 pot Wizard, 6 -oz.. per gross $21 00 
26 Se taneinee scogaeee 30% - %-pt.. * “« 24 00 
— i a ee eT eee List “ %-gal. “ “ 12 00 
Square Corrugated A and B and “ 1 -gal. “ “ 21 00 
Octagon. 
29 Gauge ..cccccccccccccces = 9 Stove. Per gross 
~ <enceeewaenees - 35 
26 Re ce ee seu mack Eagle Paste 5 -oz, $19 20 
24 86s $e neteudeeeaamen List = - %-lb. 21 60 
Galvanized Toncan Metal, Genu- Black Eagle Liquid, 6-oz. 
ine O. H. Iron, Lyonore Metal, DOP GTORD cccccccscocees 16 20 
oo Iron and Keystone] Biack Kid Paste, 5-oz. 
. B. OP GED. 66s caccecees coe 19 30 
oe Round and Round Corru- Black Kid Paste, %-Ib... 21 60 
gated. Black Jack Liquid, %- “Pt. 
28 Gauge bndne6centeneeenne 40% SO MD” 5 sanencnae P 16 20 
2 been eee eee eeees hes Black Kid Liquid, %- pt. 24 00 
athe shinai aheenicbehah ad vg Black Jack Paste, No. 10 
Square Corrugated A and B Pol- . 
ygon and Octagon. Sy Gee «sea veecese -- 16 20 
eee 2+ 85% 
a. Seteuscamenaten 25% POWDER. 
24 ©. » /apeketnen wade List 


14 and 16-oz. Copper. all de- 
GE cccncescococcencecteose List 


Portico Elbows. 
Galvanized and Terne one. 


ME -cceatdcanaveancean 5% 
DG cwateneenenennen ae 35% 
Serre ee rere 35% 
GB QR cveccceceecesceces 25% 


Discounts on Round apply on 
sizes 2-inch to 6-inch, inclusve. 

Freight allowed on 15 dozen or 
more, to all points where 
freight rate does not exceed 
$1.00 per 100 Ibs. Less than 
15 dozen F. O. B. Factory. 

Terms 30 days net, 2% ten days. 

Standard Gauge Conductor Pipe, 
plain or corrugated. 


Not NMested ..cccccccvece 35-5% 

WresteG Geld .cccccvccccese 40% 

Stove Per 100 

Joints 

23 Gauge, 3-inch......... $19 00 

= SIDER. cc ccccce 19 50 

3 ere 20 25 

= ee 21 00 

- SS Serres 23 00 
T-Joint Made up. 

SIGN ec cccccocs per 100 $60 00 


Furnace Pipe. 
Double Wall Pipe and Fit- 


GE coc cccccescecececees 15% 
Single Wall Pipe, Round 
ge. 15% 
Galvanized and Black Iron 
Pipe, Shoes, etC....ccee:; 10 
PLANES. 
Stanley Iron Bench.......... Net 
PLATE, TIN. 


“ee Metals in Column 1. 


PLIERS. 


eee eee wees 


Gas 
“ Double Duty 106. 
© Het, Be. Beccosesssi 0 70 


See Ammunition. 


PRESSES, FRUIT AND JELLY. 
Enterprise Manufacturing Co. 25% 
PRIMERS. 

See Ammunition. 


PRUNERS. 


Disston’s Pole....per doz. $18 00 
Water’s Improved..per doz. 60% 





PULLERS. 
Cork. 
BT 60006660064 «+..each $3 10 
PR wccthewswas . 1 40 
Quick and Easy...... = 2 70 
Nail, 
ascevuewes per doz. $14 50 
Never-Slip ..... ” 17 00 
PULLEYS, 
Awning—Jap’d ..... PUTTY TTT? 
EY MD ke vteacwegtade --10% 
Hay Fork. 
Iron Wheel, 5-in..per doz. $2 50 
Wood Wheel, 6-in. “ 2 65 
Wood Wheel, 6-in., 
pass knot ...... * 3 00 
Sash. 
oo Eee ° ...-Net 
Common-Sense, 2-in, ......Net 
Empire Pattern, 2-in.......Net 
en because neenedeoecousesa Net 
Be bvesdssensenncadenonse Net 
PUMPS. 
Spray. 
Midget Junior....per doz. $3 75 
Wow BF cccecee - 6 00 
SHOSNSME ccccese o* bes 6 50 


PUNCHES. 
Conductors. 
WO. BB ncccccce --per doz. $3 00 
BEROMEMO 2.ccccccers -per Ib. 25 


Saddlers’. 
Common..per doz. 1 50 to 5 00 
Revolving Spring. 


Stearns, No, 10. —- doz. $8 00 


No. 40. 16 00 
Ka No. 60. - Be 
PUTTY. . 
Strictly pure..per 100 lbs. $6 00 
RAIL. 
Barn Door. 
Matchless, l-in..........ee0- 5e 
Matchless, 144-iM.......-e0% 7c 
Bterm BIS cccvcccccccccces 5c 
Sliding Door. 
Bronzed wrought iron, 
opewece ccvosessos se G. Ge 
RAKES. 
Garden. Per doz. 
Steel, Bow, 12-in. Teeth $8 50 


14-inch a 9 25 
12-in. “ 4 75 


Steel, Bow, 
Malleable Iron, 


Malleable Iron, 14-in. “ 5 00 
Hay. 

Weed, 10 Teeth. ..ccccecss $4 00 
Lawn. 

30 Teeth ..cccccces per doz. 5 50 

RASPS—See Files. 
RAZORS—SAFETY. 
MEEUOEOD. ccccvcvdeace per doz. $45 00 
Auto Strop ....... = 45 00 
OME cccgccesnes ee x 8 40 
Gem (3 doz. lots) o° = 8 00 
Ever Ready ....... a 8 40 
Ever Ready (3 doz. lots)“ 8 00 
RAZOR STROPS 
Star (Honing) ....ce.ceeeees 50% 
REGISTERS. 

Cast IFOm .cccccccccccecs cocchdat 
Steel and Semi-Steel......... 10% 
Solid Brass or Bronze Metal 

Kseacwednwes prices on application 
Basebeara .ccccccccccscccccess 10% 


Adjustable Ceiling Ventilators 10% 


REGISTER FACES. 


Japanned, Bronzed and Plated. 
4x6 tO 14214... ccccccccccccs 10% 
14x14 to 38x42... 


REVOLVERS. 


Iver Johnson Safety Automatic 
BHQMME? .cccccccccccs New Nets 

Hammerless ° on 

I, J. Model 1900........ ™ 


RINGS AND RINGERS, 


Bull. 
COMPEE ccccscccceses 2%-in. 3-in. 
POF GOB. cccccccecs $2 40 $2 65 


Rea’s Improved Self- 
Piercing copper, 


1eeeeesenees doz. 3 40 
Steel, per doz...... 1 50 1 80 
Hog. 
Blair’s Rings..... per doz. $ 75 
Blair’s Ringers. . - 1 00 
Brown’s Ringers.. . 72 
Brown’s Ringers “ 1 00 
Hill’s Ringers... - 1 00 
Hil’s Ring, boxes ° 72 
Major Rings.... - 60 
Perfect Ringers nit 1 50 
Wolverine Rings yd 1 65 
Wolverine Ringers “ 110 
Fruit Jar. 
WRG <ccccccccess. Har MR. 3 
Key. 
Split, round ...... per doz. $0 17 
Split, square...... sv 32 
Ball, round .cccce ad 40 
RIVETS. 
Copper Belt Add 15% to list 
Coppered Iron ....--+seeees 30% 
—— ibbeteeeasanenes --30% 
ccna mmm genni td per Ib. $0 17 
Slotted Clinch...per doz, 60@1 10 
Tubular, 
Nos. 1 and 2 assorted sizes, 
GO Sm DEE cccccsevecs doz. Tic 
Nos. 1 and 2 assorted sizes, 
10 im DOK cccccccccee doz. 1 40 
RIVET SETS. 
See Sets. 
ROPE. 
Cotton. 
¥%, 5-16 in. Com. on reels, 
DOF ID. coccccvcscscccceccs 85c 
¥%, 5-16 in. Com. in coils, 
POF ID. ccccccccccccesccecS0C 
Sisal. 
a geet bavdbscsecetas 18%c 
Bs  66toscnccesenssce ---17%ec 


Pure sneiie. 
ist Quality, base per Ib. 28%c 





Hardware Grade...per lb. 27%c 


SAWS. 
Band. 
Disston’s 2-in. to 18-in. 10&5% 
%-in to 1%-in...20&10% 


Butchers’. 
Disston’s No. 2, 14-in..... 18 20 
a No. 2, 18-in..... 19 50 


” No. 2, 22-in..... 20 86 
oe No, 7, 16-in..... 20 00 
nes No. 7, 20-in..... 21 35 
- No. 7, 24-in..... 23 35 
i No. 7, 28-in..... 26 00 
Compass. 
Disston’ s No. 20 Jackson.. 4 30 
No, 40 — 2 60 
= No. 277, 10-in. 6 70 
™ No. 9, 10-in.... 7 70 
Cross-Cut, 
Disston’s No. 289, 4-ft.... 3 50 
a No, 289, 6-ft.... 6 85 
- No. 289, 8-ft.... 11 85 
Flooring. 
Disston’s D19, 16-in....... 27 16 
" DAS, BOER. cccces 34 35 


Hand and Rip. 


Disston’s No. 7, 30-in.... 38 60 
= No, 7, 32-in.... 42 90 
= No. 8, 16-in.... 21 35 
ye No. 8, 20-in.... 25 15 
“ No. 8, 24-in.... 29 60 
zs No. 8, 28-in.... 35 45 
- No. 8, 30-in.... 39 90 
PERO on cncceseosses New Nets 
Keyhole. 
Disston’s No, 5........ ee 3 65 
- me Miiseescoeese 4 00 
™ Me. OB. crcocecs - 6 30 
Miter Box. 
Disston’s No. 4, 4x20-in... 36 15 
No. 4, 5x22-in... 43 25 
” No. 4, 6x22-in... 47 20 
Patternmakers’. 
Disston’s 7%4-in........+. 12 05 
Pruning. 
Disston’s No. 20......ee6¢ 20 80 
Stairbuilders’, 
Disston’s 6-in,. ......se0s 7 90 
Wood. 


Disston’ s No. 111, 30-in... 22 20 
No. 111, 32-in... 22 75 

= No. 47, 30-in.... 2 
= No, 47, 32-in.... 


SAW FRAMES. 


-per doz. $1 50 
- 210 


Common, 
Common, 


plain... 
painted... 


SCISSORS. 


SCOOPS 
Hubbard Western Pattern Riveted. 
Size... A B Cc Dd. 
1 ..$16 75 1600 15 25 14 45 
4 .. 1785 1710 16 35 15 60 
6 .. 18 65 1785 1710 16 35 


SCRAPERS. 
Box. 


Triangular, No. 6 per doz. $6 26 
Road. 
Cee Gh. cscs 7 5 3 
With runners, ea. $700 6 50 6 20 


SCREEN DOOR HINGES. 


Se DO sxceans .»-gross $13 00 
BE sabantenes “a 9 50 
SCREWS. 
Bench. 


Iron,ins. 1 1% 1 1% 
$682 $787 945 1680 
Wood, white maple, per doz. 6 00 


Ser 50% 
Hand Rail ...... é608eve 202 222% 
DE dbetdhawede etienednw + 22-20% 


Lag or Coach—all sizes, gimlet 





DE 22400an6niew eee - -45-50% 
Saw—Centennial, 
Bh. wsensss 1 2 3 4 
Per G0S...<. 47c 55c¢ Tbe 90ce 
Wood. 
ee 674%4-20% 
a a 65-20% 
i a 65-20% 
eee 57%4-20% 
co eS ae 351%4-20% 
SCYTHES. 
Clipper, Grass ...per doz. $13 50 
Honest Dutchman... “ 13 00 














ct? 


SEES ee OST AT TT 
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— SETS. SPRINKLERS, LAWN. TAPES, MEASURING. WARE, 
Square head......per doz. 1 84|Stearn’s No, 1....per doz. $11 50/Asses’ Skin.............List&40% Glue Pots. 
Cup point, knurled “ 1 78 Tinned ........Add 15% to list 
vet. SQUARES. Enameled ....eeeceeeeveee- 80% 
Farmers ......+ hove doz. 2 4 THERMOMETERS, 
GU GEE pn icesdcacsgers Steel and Iron...... Nets new list 
abate: bina Ls —_ for Ph my $3. 00 per doz, net) |Tin Case......perdoz. 80c@$ 1 25) WASH BOARDS—See Boards. 
oa BD coscsvesce sccececcesseses+|WOOd Back... “ $2 00@ 12 00 
Aiken’s Pattern. .per doz. $6 50|Try and Bevel.. cysin wens septs Glass ...eeee.. 12 00 HERS. 
Disstew’e Senareh 7 20|\Try and Miter.......222222222222 a 
sston’s a. 13 50 ets 
v  raaiheiceiae “ S0i DEMO occecccess +-per doz. $6 00 Bal TIES. . whe - = oer eue 
Nash’s Hand ..... “ 8 15| Winterbottom’s ............10% Re ee ee ee | eh 0 
Nash’s X-cut \-./. «| 4 20 Single Lonp, carload —— ee 
man’s ever.. ” 1 30 BOOB cccccccccccece eee T5&T +g 
Stillman’s X-cut .. “ 2 50 SQUEEZERS, LEMON. Single Loop, less than m In 3/146 % 6/16 %& 2 
Whiting Pattern, | = | ¢,,|Common Wood ..... per doz. $0 70] car lots ..........+.. 710&15 % ie 8 ie 186 180 
Becentrie Aa vii. Son cmaiiense' ines = it gfter—eee “Chetan” ime ile te 110 
Hand No, 395, [ron frame pore’n 
N. P. Morrill Pat- bow] oc. ceee% i © 1 90 
COFM ccccccccces e 14 50/Tron frame. glass TOOLS, SAW. WEDGES. 
DOW! ..cces » 2 3F , 
SHARPENERS, SKATE. — Giant, tin’ ; enti: ee 
SO. asioscs ‘a 4 00 7 
Diamond ..........per doz. $1 60| rum, japanned. . “ 3 60 Galling ..........- --per Ib. Nets 
Perfect ...csscccccccececese 1 30/Drum, nickel plated “ 4 50 TRAPS. BOW casccsrecccgecoes per Ib. 8% 
SHEARS. Game with Chains, Per doz. 
Per Doz. STAPLES. Weer BO Becccosescsec dit @ WEANERS. 
Nickel Plated, Straight, 6” $12 90| Blind, Oneida Jump No. sassy 76 |Calf. 
a * Z a ss Barbed ..........perlb. 21@22c| Newhouse No, 1.. «+++ 5 62) PFuller’s, per doz. $2 00 to $2 50 
< Gutter, Tub..... 16@19C/ \ouse and Rat. Net per gross Type Safety, per 
Japanned, Straight .... 6 11 00] Fence— doz. 85 24 
~ a *: S38 aan” Pees per 100 Ibs. $5 45/ OUf O'Sisht Mouse....... $8 00 coscceocres 1 85 to bd 
“ “ oe 2 Oa ana os "8 15 P a a eee ° R ee Carroll's, per doz, 3 00 to 3 75 
- eeeeee 
Tinners’—See Snips. Netting. 6 ee ce... oe eae Se eS 
Galvanized......per 100 lbs. 6 50] Victor Mouse ...... secce 2.60] Shaw Porfocted.. 800 to 8 15 
SHEAVES, SLIDING DOOR. Hold Fast Mouse...... . 2 60 
© Wrought. VEORee TGS ccccoscccccces 11 00 
Poy Wrought Staples, Hasps and Hold Fast Rat...... wll 11 00 WEIGHTS. 
Inches ....... 3 4 5 Staples, Hasps, Hooks and Ge Se. nnccennesece 13 50 
Per set....... $140 175 2 40 Staples, and Hooks and Wood Choker Mouse, 4 Hitching ........ +++-per Ib. Nets 
Hatfield’s. Staples ......+.++++--50&10% Holes ...... ccccccese 11 00|Sash—f. 
ee 12 o, b. Chicago. 
Per set $180 210 2 75 ee. ee Cncasteaane 35% Ton lots, per ton......... $73 00 
Smaller lots, per ton..... 75 00 
SHELLS—See Ammunition. STEELYARD. ote. TROWELS. 
SHELLERS, CORN Discount 25%. Clover Leaf ....... — WHEEL BARROWS. 
BIGGS ccccccccccceseses 16&5% 
Welt “sccnccvecs ..Per doz. $6 75 x STONES. Disston's ...... hasedeessed 20% ~ 4 — ag tenses @$10 26 
xe. © weseeeess eeceeeeee ---Net}Common Tray or Stave 
SHIELDS. wteGestan ..... per Ib. New Nets Piasteress’. BVOP ccccccccevceeseses @ 656 00 
Expansion Bolt Shields......60%| More Grit...... Gheves Raat 40% |*nsle les, garden..... --@ 8 00 
Washita ji o Ltd Disston’s “eee eeee eee +44 . 
Shoes. Emery. Ww. & McP. grees. -Aatar ee. Net HE 
CE av éccdnssiecesdscens com | No. 126........per dos. New Nets paneer 
Oil—Mounted. Carborundum ........+sss5. 50% 
TR 
SHOT—See Ammunition. Arkansas Hard UCKS. WROTYF nc ccc cece ccccscccccess 60% 
WO. Foccecces per doz. New Nets | RFE Pe os eee each $3 75|Well. Ins...... 8 10 12 
SHOVELS AND SPADES. ename “a. Warehouse or store, aa — note ms = — . 
GEE wacksaase “ “ Se; Se Waddascdeneed $24 50 ppc e 
“eee . . o . Oil—Unmounted. No. 2,  §ssengeseoeeaes 22 50 wma 
1 $1600 1510 1445 1370| Arkansas Sort. .per Ib. New Nets Brass. . 
2 1635 1560 1485 1410] Arkansas Soft TUBS, 1 ™ 
3 1675 1600 1626 1445] Lily hy Pa = U WASH In COMB .cccccccccccccscecs Nets 
« 1710 1635 1660 14 85 ne A aan ie a Standard, Wood. Ex. In 1-lb. spools, new list...Nets 
Post Drain & Ditching. a. 4 ° 2 targe Broom—Tinned........++.++ Nets 
Hubbard’s — . F ‘o N Per doz. $950 1125 1275 15 50 Cable—Same Price as Barbed Wire 
Ar A B Blac iamond per Bro. ew Nets Copper. 
14” '...$17 15 16 40 15 65| Crescent ...... Gaivantsed. In coils ....Nets 
eit: 17 50 1675 16 00| Green Mountain ra 3 MO, cccvees 1 2 ee eee a aa “ 
18” ..... 1785 1710 16 35| LaMoille ...... - Per doz. ..13 75 15 95 18 60| 1-lb. spools, new list...... Nets 
20” eeeee 18 20 1745 16 70 “— Quinne- ‘ 2 Fence—Smooth. An’eald Galv’d 
22” ..... 18 55 1780 1705] — bog ......+-. 3 Nos. 6 to 9, less than 
Rea Sena seens m - TWINE “ i 
Snow. car, per 100 lbs, $4 35 $4 95 
Hubbard Special, -pl t Hair—New list.......+++- 40 & 10% 
Long Handle ........ ..$10 00 STOPS, BENCH. ply Cotton Wrapping.....--% -85 loi ture—in coils. .80% @80 & 10% 
D—Handle .....++se++- 11 00 we 30 Morrill pat- 4 os t ‘aaa 5- Kee — 
Sidewalk Scraper...... 6 50 eee eae ™ per doz. $11 00|4 ~ Hv Wrapping In 5-lb. spools....per Ib. c 
Alaska, Steel ‘ No. et Stearns pat- a 10 00 . ji Wrapping cones... == . . 
D—PEMMEIS. 2 cccsccses om; doz. Oise am Gee, cette “ a as WRENCHES. 
Long Handle .. 3 00 No. 15 Smith pattern 7 00/4 ” , wy 
India Hemp, %-lb, balls, 
ain STOPPERS, FLUE. a MN tacts ecadiers sooee be] COS? Steel Handle, 6-ineh. . . .209% 
— a ° Common .. -Per doz. $1 19 —_ |B ieacctenpniientnmen: oe “ “ * 10- pi: 30% 
0 a re Net + em ag No. « : 7 ee, ON oe eee eoamers o o 12- ..-80% 
“ a Desenetee § WAR ae one oe aa aa -Hs »* wand 
aco ~ Daa ences mi 2-ply Jute, 1%-Ib. balls, Ib..49e|°%* Enite-Handle, ¢- ||... 30% 
Painted, 16x24 ...... cee -™ STOVE PIPE—See pipe. Seins. « . ea Soros epee of 
' eee per Ib..... nasaie Nef = ie 
SLEDGES—See Hammers. STOVE BOARDS—See Boards. Med. ro apap Anke Se pa Coes All Patterns.........-.- 30% 
ara ..  ssenaences , Bemis & Call’s: 

SNAPS, HARNESS. STOVE POLISH—See Polish. Staging, %- -Ib. ball, size a e os 2 Aa 
Covered Spring........-. Add 30% STRAPS. “4 “  ¢ SOME’ i. cscedecceuxcesae % 
Re ee ee PS. porc0seees per doz. 85c&1 20| Pareing., ib, ball size || | Combination Bright ...... 25% 

SNATHS 4-% “BP eae Steel Handle Nut.........-. 30% 
' - o . STRETCHERS. . * ama ms . <a eeveee - Combination Black ..... 25&5% 
Double Ring, Bush..per doz. 4 75| Carpet. > ver nish in hanks “ 
Patent Loop, Bush. 2 00} Bullard’s ........ per doz. $3 90] _° Merrick Pattern -+.--.0s+s 30% 
Patent Loop, Grass.. “ 7 75| Excelsior ......... “ 5 25| Fodder or Lath. Knife Handle Pattern, 
Malleable Iron.... > 70 130 strand ...... essees eevee No. 62, Screw Wrench, List 
SNIPS, TINNERS’. a soeeeee 2 e Sil ccanincashabansenee a0% 
jstetsewosnee . o 
Clover Leaf.......... «+++ +40&10% | Wire. VISES. ee a ere 7 
— eccccccecccsececs wor O, S. Elwood, No. 1 per doz. Nets 
BP Veveccecnccoessseconseses O. S. Elwood, No, 2 No. 700, Hand, ' J 
ds a ‘ Inches ..... 4% 5 5% WRINGERS. 
LDER— Metals. r Doz ---$11 15 13 00 14 85 
SWIVELS No. 701. In. -$ 4 5 6 No. 790, Guarantee, per doz. $132 00 
SPRINGS, DOOR Malleable TIron....... per lb. $0 10/ Doz. ...... $11 15 13 00 16 70|No, 770, Bicycle... “ 128 00 
Perfect. Wrought Steel.......pergro. 4 50/No. 1, Genuine Wentworth, No. 310, Kingston “ 114 00 
Nos..... 2 3 6 7 Noiseless Saw...per doz, 15 00)" * € ue 
Per doz..55¢ 60c 65e te 90c 100 TACKS. No. 2, Genuine Wentworth, No, 110 Brighton 110 00 
Noiseless Saw...per doz. 22 50/No. liabl “ 81 00 
Reliance. Bill Posters’ 6-oz., 25 Ib. boxes. No. 8, Genuine Wentworth, a nee o 
Light Medium Heavy] per Ib. ......0-.eseceeeeees 5c| Noiseless Saw...per doz. 20 00|N® 749% Bicycle.. 258. 69 
Per doz,...$1 55 210 3 20/Upholsterers’ 6-0z., 25-lb No. 500, All Steel Folding No, 22, Pioneer... <3 100 Oi 
TOrrey’S ..-eeceees per dos. 1 65] boxes, per Id...cccccccces 15%c| Saw ...... ss6veed per doz. 16 00|No. XGG Guarantee “ 279 fa 
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ADVERTISERS’ INDEX 


ALPHABETICAL LIST 


RERMICEER, Disc ccceceecdoes: 
Ajax Bracket and Outlet Co.. 
American Furnace Co........... 
American Sheet & Tin Plate Co... 
American Zinc Products Co... . . 
American Steel & Wire Co..... 
NN 63645046000 
Auto-Wheel Coaster Co... 


Bemis & Call Haw. & Tool Co. 
Berger Brothers Co.. 
Bernz Otto 


ee 


Black Silk Stove Polish Co... 

Brier Hill Steel Co........... 
Bullard & Gormley Co. . 

Burgess Soldering Furnace Co. 

. * * = ers 
Caldwell Mig. i cscecenceee 
Central Heating Supply Co. . 

Central Stove & Furnace Repu. Lo. 
Chatsworth Mfg. Co.......... . 
Clark-Smith Hardware Co. . 
Clayton & Lambert Mfg. Co. 
Cleveland Castings & Pattern Co.... 


Cc 30-operative Foundry Co.. 
Cope-Swift Co., Inc 
Corbin Screw Corporation. . 
Cortright Metal Roofing Co.. 
Curfman Mfg. Co., F. L...... 
Danville Stove & Mtg. Co.. 
Detroit Vapor Stove Co..... 
Dieckmann Co., Ferdinand. . 
Uiener Mfg. Co., a Wi R6<6 4: 
Disston & Sons Henry . : 
Dominion Asbestos & Rubber io orp. 
Double Blast Mfg. Co....... ; 
Dreis & Krump Mfg. Co..... 
Enterprise Mfg. Co. of Pa 
Fanner Mfg Co............. 
a —— eee 
‘orest City Fdy. & 
#riedley-Voshardt 9g — sae 
Gerock Bros. Mfg. Co........ 
Globe Stove & Range Co 
Hall-Neal Furnace Co............. 
Hammond Heating Co............. 
Harrington & King Perforating Co.. 
Hart & Cooley Co 
— CAhee teh aeeeee « 
-y—-9 
Heller Bros. C — —_— is 
| “ies aT 


Heasler Co.,H.E......... ; 
Hess-Snyder i idbaasiies 
Hones, Inc., Chas. A 
Howes Co., ‘s. M. 


Inland Steel Co... .. 
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+t joy, «& Cycle Works, Iver 


Kirk-Latte she Ga 
Lalance aoe Poe 
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eee sees eeeee 


Milwaukee Co: 

Modern Way Furnace Co. “seh 
Monroe Fay. & Furnace Go. oe ‘ 
National Cash Register Co.. ||| 


See ee tweens 
Hee eee eens 


Rtearns 

St. Louls Technical SEES. . ' 

= er Co.. wewed* 

Sykes Co., 
mas 1 
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We eee eee eee eeeseese 
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jer oe w 
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=laukas! RmSoo | 
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CLASSIFIED INDEX 


———_—_- 


ri biles 


A Aut 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 
International Radiator Co., 
Chicago, Ill. 
Richards- Wilcox Mfg Co., 
Aurora, Illinois 
Asbestos sccm 
Manny Heating Supply C 
Ghisnes. Til. 
Auto Radiators 
International Radiator Co., 
Chicago, 
Bail Ties. 


American Steel & Wire Co., 
Chicago, Til. 





Ill. 


Pittsburgh Steel Co,, 
Pittsburgh, Pa 


Bicycles. 
Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 


Bolts and Nuts. 
Corbin Screw Corporation, 
New Britain, Conn. 
Ryerson & Son, Jos. T., 
Chicago, Il. 
Bolts—Stove 
Kirk-Latty Mfg. Co., 
Cleveland, Ohio 
Brackets 
Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 
Brakes—Bicycles. 
Corbin Screw Corporation, 
New , Britain, Conn. 
Brakes—Cornice. 
Bertsch & Co., 


Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, IIl. 


Niagara Machine & Tool Wks., 
Buffalo, N. Y. 
Brass and Copper. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Merchant & Evans Co. 
Philadeiphia, Pa. 
Builders Hardware, 
Bullard & Gormley, Chicago, Il. 


Castings—Malleable 
Fanner Mfg. Co., 
Cleveland, Ohio 
Ceilings—Metal. 
Burton Co., W. J., Detroit, Mich. 
Friedley-Vosbardt Co., 
Chicago, Il. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Chain—Furnace. 
Corbin Screw Corporation, 
New Britain, Conn. 
Chaplets 
Fanner Mfg. Co., 
Cleveland, Ohio 
Chisels, 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 
Cleansers—Hand. 
Nickel Plate Stove Polish Co., 
Chicago, Il. 
Clips—Damper. 
Waterloo Register Co., 
Waterloo, Iowa 
Closet Cleaners 
Coleman, Allan J., 
Chicago, IIl. 
e Coal Chutes 
Peerless Foundry Co. 
Indianapolis, 
Coasters. 
The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N. Y. 
Cores—Radiator, 
Curfman Mfg. Co., 


Ind. 


F. L. 
Maryville, Mo. 
International Radiator Co., 
Chicago, Ill. 
Cornices. 
Burton Co., W. J., _ Detroit, Mich. 
Friedley-Voshardt » 
Chicago, Il. 


Milwaukee Corrugating Co., 
Mi lwaukee, Wis. 


Cribs and Bins. 


Thomas & Armstrong Mfg. Co., 
London, Ohie 


Cat-Offs—Rain Water. 


Sullivan-Geiger Co. 
Indianapolis, Ind. 


Dampers—Hot Air. 
Howes Co., The 8S. M., 


Doors—Fire. 
& Evans Ce., 
Philadelphia, 
Eaves Trough. 


Abbott Mfg. Co., Cleveland, Ohio 
Berger Bros. Co., Philadelphia, Pa. 


Merchant 
Pa. 


Burton Co., The W. J. 
Detroit, Mich. 
Clark-Smith Hardware Co. 
Peoria, Ill. 


Milwaukee Corrugating Co., 
Milwaukee, Wis. 


Elbows and Shoes—Conductor 


Dieckmann Co., Ferdinand, 
Cincinnati, Ohio 
Lupton’s Sons Co., David 
Philadelphia, Pa. 
Elevators. 
Kimball Bros. Co., 
Council Bluffs, Iowa 


Enamel—tIron. 

Black Silk Stove Polish Works, 

Sterling, Ill. 

Nickel Piate Stove 2wiish Cuv., 
Chicago, Ill. 

Fence Gates. 

American Steel & Wire Co., 
Chicago, Ill. 

Steel Co. 


Pittsburgh . 
Pittsburgh, Pa. 


Fencing Wire. 


Pittsburgh Steel Co., 
Pittsburgh, Pa. 
Fenders. 


Co., Fred J., 
Hamilton, 
Files. 
Disston & Sons, Inc., Henry, 
Philadelphia, 
Co., 
Newark, 
Nicholson File Co., 
Providence, Rhode Island | 


Flux—Aluminum 
Roesch, Geo. E., Aurora, 


Freezers—lIce eae 
North Bros. Mfg. 
Philadelphia, Pa. 


Furnace Rings. 
Independent Reg. & Mfg. Co., 
Choveland Ohio 

Walworth Run Fdy_ Co., 
Cleveland, 


Meyers Mfg. 
Ohio 


Pa 


J. 


Heller Bros. 
N. 





Ill. 


Ohio 


Grindstones 

Richards-Wilcox Mfg. Co., 
Aurora, 

Guards—Fire. 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 


Hammers. 
Stanley Rule & Level Plant, 
New Britain. Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, [IIl. 


Handles—Boiler. 
Berger Bros. Co., 
Philadelphia, 


Hangers—Door 
Richards-Wilcox Mfg. Co., 
Aurora, 


Hangers—Eaves Trough. 
Abbott Mfg. Co., Cleveland, 


Heaters—School Room. 
Globe Stove & Range Co., 
Kokomo, Ind. 
Hammond Heating Co., 
Cincinnati, Ohio 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Meyer Furnace Co., Peoria, Ill. 
Monroe Fdy. & Furnace Co., 
Monroe, Mich. 
Peerless Foundry Co., 
Indianapolis, Ind. 
Standard Furnace & Supply Co., 
Omaha, Neb. 


Heaters—Warm Air. 
American Furnace Co., 


St. Louis, Mo. 
Beckwith Co., 
Dowagiac, 


Mich. 
Cooperative Foundry Co., 
Rochester, New York 
Danville Stove & Mfg. Co., 
Danville, Pa. 


Ill. 


Pa. 


Ill. 


Ohio 





Farris Furnace Co., 
Sp ringfield, Mass. 
Forest City Fdy. Pe Mfg. Co., 
Ceveland, Ohio 
Globe Stove & Range Co., 
Kokomo, Ind. 
Haynes-Langenberg Mfg. Co., 
St. Louis, Mo. 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 
Hammond a 
incinnat! Ohio 


Henry Furnace & Fdy. Co., 
Cleveland, Ohio 
Hess-Snyder Co., Massillon, Ohio 
Magee Furnace Co., Boston, Mass. 
Mahoning Fdy. Co., 
Youngstown, Ohio 
Majestic Co., 
Huntington, Ind. 
Manny Heating Supply Co., 
Chicago, Ill. 


May-Fiebeger Furnace Co., 








Boston, Mass. 


Heaters—Warm Air—Cont. 
Meyer Furnace Cov., 
Peoria, 
Modern Way Furnace Co., 
Fort Wayne, Ind. 
Monroe Fdy. & Furnace Co., 


Lil. 


Monroe, Mich. 
Peerless Foundry Co, 
Indianapolis, Ind. 
Premier Warm Air Heater Co., 
Dowagiac, Mich 


Rybolt Heater Co., 
Ashland, Ohio 
Scheible-Moncrief Heater Co., 
Cleveland, Ohio 
Schill Bros. Co., Crestilne, Ohio 
Schwab & Sons’ Co., KR. J. 
Milwaukee Wis 
Standard Furnace & Supply Co., 
Omaha, Neb 


Tubular Heating & Ventilating 
Co., Philadelphia, Pa. 

XXth Century Heating & Venti- 
lating Co., Akron, Ohio 


Waterloo Register Co., 
Waterloo, lowa 


Wise Furnace Co., Akron, Ohio 


Holders—Flag — 
Enterprise Mfg. Co. of P 
Philadelphia, Pa 
Horse Shoes. 
American Steel & Wire Co., 
Chicago, Il! 
Humidifiers 


Kansas City, Mo. 


Haynes, 
Indoor Closet. 
Independent Reg. & Mfg. Co. 
Cleveland, Ohio 
Jobbers—Hardware. 


Bullard & Gormley Co. 
Chicago, Til. 


Clark-Smith Hardware Co., 

Peoria, lll. 
Kitchen Utensils 

Lalance & Grosjean Mfg. Co., 
Chicago, 
Lath—Expanded Metal 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 

Machines—Crimping. 


Bertsch & Co., 

Cambridge City, Ind. 
Niagara Machine & Tool Works, 

Buffalo, N. Y. 
Machinery—Culvert 

Bertsch & Co. 

‘Cambridge City, Ind 

Machines—Razor Blades 


Hyfield Mfg. Co., 
New York, N. 


Machines—Stove Pipe. 
Hemp & Co., St. Louis, Mo. 
Machines—Tinsmiths’, 


Bertsch & Co., 
Cambridge City, Ind. 


Dreis & Krump Mfg. Co. 
Chicago, Til. 


Hemp & Co., St. Louis, Mo. 


Marshalltown Mfg. Co., 
Marshalltown, Iowa 
Niagara Machine & Tool Works, 


ay ges N, Y. 
Whitney Mfg. Co., W. A 
Rockford, Til. 


Mailing Lists. 
Ross-Gould, St. Louis, Mo. 
Meat Smokers 


Chatsworth Mfg. Co. 
Chatsworth, a. 


Meat and Food — 


Enterprise Mfg. Co. of 
Philadelphia, Pa. 


Metal—Babbitt 


Merchant & Evans Co. 
Philadelphia, 


Metals—Perforated. 
Harrington & King Perforating 


Ill. 


v. 


Pa. 


Co., Chicago, Ill. 
Miters, 
Friedley-Voshardt Co., 
Chicago, Ill. 
Motorcycles. 
Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 
Nails—Slating. 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Nails—Wire. 
American Steel & Wire Co., 
Chicago, Ill. 
Pittsburgh Steel Co., 
Pittsburgh, Pa- 
Nut Crackers 
Enterprise Mfg. Co. of Pa. 
Philadelphia, Pa. 


Ornaments—Sheet Metal. 
Friedlexy-Voshardt Co., 

Chicago, 
Co., 

St. Louis, Mo. 


Ill. 
Gerock Bros. Mfg. 





Newark, Ohio 
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Parte__Aute, Repairs—Stove & Furnace Sold Alumi Tiles and les—Metal 
International Radiator, Ce.. id Central Stove & Furnace Repeir Roesch, Geo. E., Aurora, 1).;/American Zine P ee tnd 
icago, cago, 
= Hessler Co., H. E., Syracuse, N. ¥. ae ang Burton Co., W. J., —— Mich. 
Nat’l Stove Repair Co., erchant vans Cortright Metal Reoflag Ce. 
Corbin Screw hp Cincinnati, Ohio Philadeiphia, Pa. hiladelphia, Pa. 
New Britain, Conn-|Northwestern Stove Repair Co., Soldering Fluid. Merchant & Senn 
Parte—Tools. Chicago, Ill. Philadeiphia, Pa. 
haa a Towner, F. A., Muskegon, Mich./ wijwaukee Corrugating Co., ek 
Corbin Screw 4 waukee, 
New Britain, Conn | sonnson’s Arms & Cycle Wks., Iver, — paces 3 — Thomas & Armstrong Mfg. Ce. 
Clevel 5 cea + Co Rivet onlin Highland Park, I. ae. = 
elan _ 
“es Cleveland, Ohiol ratty ae — we Soldering—Furnaces Harrington & King Perforating 
Cope-Swift Co., Ine. mieth. ‘itis sina y = ar Ohio Ashton Mfg. Co.. Newark, N. 2: Co., Chicago, Ill. 
ro . ‘ wa. 
Quincy Pattern Co., Quincy, [Jll. Reasters. Sunpesn debdertag wesumee t Co. America: Rw 5 Plate Co. 
Vedder Pattern Wor! Columbus, “Shio nm Shee Piteber : r. 
y, N. Y.|/Lalance & Grosjean —. &- 1, | Clayton & Lambert Mfg. Co., uich.| Merchant & Evans Co. 5 
° . troit, c 
Pipe and ae eee Diener Mfg. Co., G. W., Philadelphia, Pa. 
Henry Furnace & Fay. Rods—Stove Chicago, Ill 


chemtinnt” Ohio 
Howes Co., 8S. M., Boston, Mass. 
Lamneck Co., W. E., 

Columbus, Ohio 

Manny Heating Supply 

Chicago, Indiana 

Meyer & Bro. Co., F., Peoria, Ill. 
Michigan Safety Furnace Pipe 

Co. Detroit, Mich. 
Standard Furnace & Supply Co., 

Omaha, Neb. 


Pipe and Fittings—Stove 
Hemp & Co., St. ——- ™ Mo. 
Howes Co., Boston, Mass. 
Meyer & Bro. Co., Yost Peoria, Ill. 


Sullivan-Geiger 
, Ind. 
Pipe—Conductor 


Berger Bros. Co., 
Cox ntladelphia, Pa. 
Burton Co., W. J., Detroit, Mich. 
Clark-Smith Hdw. Co., 
Peoria, Ifill 
Dieckmann Co., Ferdinand, 
Ohio 


Cincinnati, 
Friedley-Voshardt 
Chicago, Ill 


Co., 
Hussey & Co., C. G., 
Pittsburgh, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis., 


Plumbs and Levels 


Stanley Rule & Level Plant, 
New Britain, Conn. 


Polish—Metal and Stove 
Black Silk Stove Polish Co,, 
Sterling, Ill. 
Nickel Plate Stove Polish Co.,. 
Chicago, Iil. 


Peoste—Steel Fence 
American Steel & Wire Co., 
Chicago, I!) 
Presses—Lard 
Enterprise Mfg. Co. of P: 
Philadelphia, Pa. 


Products—Zinc 
American Zinc Products Co., 
Greencastle, Ind. 


Punches 
Bertsch & ay 


City, Ind 
Niagara Machine & Gambrtape City, 1 


Batson Ne N.Y. 
Whitney Metal Tool Co., 





Rockford, Il. 
Whitney Mfg. Co., W. A., 

Rockford, Il. 
Rang Combinati Gas & Coal 
Globe Stove & Range Co., 

Kokomo, Ind. 


Quick Meal Stove Co., 
St. Louis, Mo. 


Ranges—Electric 
Globe Stove & Range Co., 
Kokomo, Ind. 


Rasps. 
Disston & Sons, Inc., Henry, 
i. — _ Pa. 
Heller Bros., 


Newark, J. 
Nicholson File Co., 
Providence, Rhode Island 


Register Shields 
Hall-Neal Furnace Co., 
Indianapolis, Ind. 
h 
Nat’! Cash Reg. Co., 
Rochester, N. Y. 
Warm Air 


Registers— 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & ° * 
Cleveland, Ohio 


Independent Reg. & Mfg. 0.5 
Cleveland, Ohio 
bmn amas =. — on, Ind. 
anny oa 7 ’ 
~~ chk Indiana 


Marsh Lumber Co., Dever, Ohio 
Rock Island ee Co. 

Rock Island, Til. 
Standard Furnace & Supply Co., 


aha, Neb. 

Stearns Register Co. 
Detroit, Mich. 
Tuttle & Bailey Mfg. Co., 
Chicago, Il. 

Walworth Run Fdy. 


Co., 
Cleveland, Ohio 
Waterloo Register Co 
Waterloe, Iowa 


Kirk-Latty Mfg. Co., 
Cleveland, Ohio 


Rolls—Forming 
Bertsch & Co., 
Cambridge City, Ind. 
Niagara Machine & Tool Wkzs., 
Buffalo, N. Y. 


Roof—Flashing 
Hessler Co., H. E., Syracuse, N. Y. 
Roofing—lIron and Steel 
American Shecot & Tin Plate Co., 
Pittsburgh, Pa. 


Brier Hill Steel Co., 
Youngstown, Ohio 


Burton Co., W. J., Detroit, Mich. 
Cortright Metal Roofing Co., 
Philadelphia, Pa. 
Friedley-Voshardt Co., 
- Chicago, Ill. 
Inland Steel Co., Chicago, Ill. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Milwaukee Corrugating Co., 
Milwaukee, Wis. 
Sykes Co., The, Chicago, Lil. 
Roofing—Zinc. 
American Zinc Products Co., 
Greencastle, Ind. 


Rubbish Burners 
Hart & Cooley Co., 
New Britain, Conn. 
Rules 
Lufkin Rule Co., Saginaw, Mich. 


Sanitary Specialties. 
Coleman, Allan J., 


Chicago, Ill 


Sash Balances 
Caldwell Mfg. Co., 
Rochester, nu. Y. 
Saws. 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 


Schools — Sheet Metal Pattern 
Drafting 


St. Louis Technical Institute, 

St. Louis, Mo. 
Screens—Perforated Metal 
Harrington & King gy | 
Co., hicago, Ill. 
Screw Drivers. 

North Bros. Mfg Co., 
Philadelphia, Pa. 
Sheete—Black and Galvanized 


American Sheet & Tin Plate Co., 
Pittsburgh, Pa. 

Brier Hill Steel Co., 
Youngstown, Ohio 
Inland Steel Co., Chicago, Ill. 


Sheets—Blue Annealed 


Brier Hill Steel Co., 
Youngstown, Ohio 
Sheets—Planished 
Sykes Co., The, Chicago, Ill. 
Sheets—Steel 
Ryerson & Sons, Joseph T., 
hicago, [il. 
Shotguns. 
Johnson’s Arms & Cycle Wks., Iver, 
Fitchburg, Mass. 
Sifters—Ash. 
Diener Mfg. Co., @. W., 
Chicago, I!!. 
Sifters—Flour . 


Meyers Mfg. Co., Fred J., 
Hamilton, Ohio 
Skylights 
Burton Co., W. J., Detroit, Mich. 
Sleds. 
The Auto-Wheel Coaster Co., Inc., 
No, Tonawanda, N. Y. 
Smoke Pipe—Cast Iron. 


Manny Heating Supply Co., 
Chicago, Indiana 

‘Vaterloo Register Co., 
Waterloo, 


Snips—Tinsmiths 


Iowa 





Niagara Machine & Tool Wks., 
Buffalo, N. Y. 





Double Blast Mfg. Co., 
North Chicago, Ill. 

Hones, Inc., Chas. A., 
Brooklyn, MN. ¥. 

Quick Meal Stove Co. 
St. Louis, Mo. 

Turner Brass Works, 
Sycamore, Il. 


Soldering Irons. 


Lupton’s Sons Co., David, 
Philadelphia, Pa. 


Soldering Paste. 
Towner, F. A., Muskegon, Mich. 
Special Chemicals Co., 
Highland Park, Ill. 


Specialties—Hardware 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 
Bullard & Gormley, Chicago, Ill. 
Caldwell Mfg. Co., 
amen, N. Y. 


Co., 
Chatsworth, Il. 
Corbin Screw Corporation, 

New Britain, Conn. 
Diener Mfg. 


Co., G m 
Chicago, Ill. 
Disston & Sons, Inc., Henry, 
a Pa. 
Enterprise Mfg. Co. of Pa, 
Philadelphia, Pa. 
Heller Bros_ Co., Newark, N 
Hessler Co., H. E., Syracuse, N Y. 
Hyfield Mfg. Co., New York, N. Y. 
Lufkin Rule Co., Saginaw, Mich. 
Nicholson File Co,, 
Providence, Rhode Island 
North Bros. Mfg. Co., 
Philadelphia, 
Richards-Wilcox Mfg. Co., 
Aurora, Ill. 
Rock Island Mfg. Co., 
Rock Island, IIl. 
Stanley Rule & Level Plant, 
New Britain, Conn. 
Vaughan & Bushnell Mfg, Co., 
Chicago, Ill. 


Speedometers—Bicycle. 
Corbin Screw Corporation, 
New Britain, Conn. 
Sporting Goods. 
Bullard & Gormley, Chicago, IIl. 


Stars—Hard Iron Cleaning 
Fanner Mfg. Co., Cleveland, Ohio 


Statuary 
Friedley-Voshardt Co., 
Chicago, Til. 
Gerock Bros. Mfg Co., 
St. Louis, Mo. 


Stock Tanks 
Thomas & Armstrong Mfg. Co., 
mdon, Ohio 
Stock Waterers 
Rock Island Mfg. Co., 
Rock Island, Il. 


Stoves—Camp. 
Quick Meal Steve Coe., 
St. Louis, Mo. 


Stoves—Gasoline and Kerosene 
Detroit Vapor Stove Co., 
Detroit, Mich. 
Nat’l Enameling & Stamping Co., 
Milwaukee, Wis. 
Quick Meal Stove Co., 
St. Louis, Mo. 


Stoves and Ranges 


Danville Stove & Mfg. Co., 
Danville, 
Globe Stove & Range Co., 
Kokomo, Ind. 
Quick Meal Stove Co., 


St. Louis, Mo. 
Schill Bros. Co., Crestline, Ohio 


Stove Pipe Reducer 
Sullivan-Geiger Co., 
Indianapolis, Ind. 
ng gel 
Enterprise Mfg. of P 
Philadelphia, Pa. 
Suction Cups. 
Coleman, Allan J., Chicago, Ill. 
les, Spikes 


Tacks, Stap 
American Steel & Wire Co., 
Chicago, Ill. 


Tapes 
Lufkin Rule Co., Saginaw, Mich. 


Chatsworth Mfg. 


Pa. 


Pa. 





Tools—Auto Repair, 


Curfman Mfg. Co., F. L., 
Maryville, Mo. 

International Radiator 
Chicago, Il. 


Tools—Carpenters 
Disston & Sons, Inc., Henry, 
Philadelphia, Pa. 
Lufkin Rule Co., Saginaw, Mich. 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Stanley Rule & Level Plant, 
New Britain, Conn. 
Vaughan & Bushnell Mfg. Co., 
Chicago, Ill. 


Toole—Tinsmiths’ 
Bertsch & Co., 
Cambridge City, Ind. 
Dreis & Krump Mfg. Co., 
Chicago, Ill. 
Howes Co., S. M., Boston, Mase. 
Marshalltown Mfg. Co., 
Marshaltown, Iowa 
Niagara Machine & Tool Wks., 
Buffalo, N. Y. 
Ryerson & Son, Joseph 
icago, lll. 
Vaughan & Bushnell Mfg. Co., 


Chicago, Ill. 
Viking Shear Co., Erie, Pa. 
Whitney Mfg. Co., W. A., 
Rockford, Til. 
Whitney Metal Tool Co., 
Rockford, IIl. 
Torches 
Ashton Mfg. Co., Newar 
Bernz, Otto, Newar Reg J. 
Burgess Soldering Furnace Co, 
Columbus, Ohio 
Clayton & Lambert Mfg. Co., 
aha “Mich. 


Chicago, Ill. 

Double Blast Mfg. Co., 
North Chicago, tli 

Hones, Inc., Chas. A., 
Brooklyn, N. Y. 
Quick Meal Stove Co., 
St. Louis, Mo. 

Turner Brass Works, 

Sycamore, II. 


N. J. 


Diener Mfg. Co., 


Trimmings—Stove 
Fanner Mfg. Co., Cleveland, Ohio 


Valves—Humidifiers. 
Haynes, Kansas City, Mo. 
Ventilators 


Basman Co., Inc., A. M., 
Detroit, Mich. 
Berger Broa. Co., * “~~ Pa. 


Friedley-Voshardt 
Chicago, Ti. 


Standard Ventilator Co., 
Lewisburg, Pa. 
Merchant & Evans Co., 
Philadelphia, Pa. 
Thomas & Armstrong Mfg. Co., 
London, Ohio 
Ventila 
Hart & Cooley Co., 
New Britain, Conn. 
Henry Furnace & Fdy. Co., 
Cleveland, Ohto 


Tuttle & Bailey Mfg. Co. 
Chicago, m 


Vises 
North Bros. Mfg. Co., 
Philadelphia, Pa. 
Rock Island Mfg. 
Rock Island, Iii. 


Wagons—Aute-Wheel Coaster 
The Auto-Wheel Coaster Co., Inc., 
No. Tonawanda, N. Y. 


Water Ontlets, 
Ajax Bracket and Outlet Co., 
Cleveland Heights, Ohio 


Window Cleaners 
Coleman, Allan J., Chicago, Il. 


Wire 
American Steel & Wire Co., 
Chicago, Ill. 
Pittsburgh Steel Co., 


Chicago, Ill. 
Wood Faces 
Marsh Lumber Co., 
Dover, Ohio 


Wrenches 
Bemis & Call Hdw. & Tool Co., 
Springfield, Mass. 
Coes Wrench Co., 
Worcester, Mass. 


Zinc. 
American Zine Products Co., 
Greencastle, Ind 
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WANTS AND SALES 


HELP WANTED 


BOOKS. 








For paid yearly subscribers, 
AMERICAN ARTISAN AND 
HARDWARE RECORD will insert 
under this head advertisements of 
not more than fifty words WITHOUT 
CHARGE. Employers wishing to 
secure employes, parties desiring to 
purchase or sell business, secure part- 
ners, or to exchange, etc., will find 
that these pages offer excellent 
opportunities to satisfy their wants. 
Clerks and tinsmiths looking for situ- 
ations will find it to their advantage 
to use these columns. Those who re- 
spond to these announcements please 
mention that they “READ THE 
ADVERTISEMENT IN AMERICAN 
ARTISAN AND HARDWARE 
RECORD.” 


BUSINESS CHANCES 














COLLECTIONS — Notes and accounts 
collected anywhere in United States. Ref- 
erence, any bank in Battle Creek. H. C. 
Van Aken, Lawyer, 309 Post Building, 
Battle Creek, Michigan. 20-4t 


For Sale—Tinner and plumbing shop at 
Wheaton, Illinois. This is a good chance 
for either a tinner or plumber or both. 
There is ty of work for two men at 
oa. S . Grieves, wae, = 
nois 


Lightning Rods—Big profits and suck 
sales to live dealers selling ‘““‘DIDDIE’S 
UNIVERSAL RODS.” Our copper tests 
99.96% pure. Prices are right—get our 
agency. L. K. Diddie Company Marsh- 
field, Wisconsin. 18-ufn 


Wanted—A reliable partner, must be a 
tinner, in retinning, radiator and fender 
works. Necessary capital, $3,000. Address 
B-47, care of ERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 17-4t 


For Sale at a Bargain—Sheet metal 
shop and complete set of tinner’s tools, 
a eens | an eight foot cornice brake 
also radiator repair equipment. naented 
in a town of eight hundred inhabitants 
surrounded by the best farming com- 
munity in central Iowa. Plenty of work 
at all times of the year. Doing a splen- 
did, profitable business. A snap for the 
right man and a - for a live wire 
to make good. F. A. Holmes, Box 273, 
Dallas Center, a 18-3t 


For Sale—Store and stock consisting 
of hardware, agricultural implements, 
automobiles, pumps, windmills and gaso- 
line engines. Do also tinning and gen- 
eral repairing. Illinois town. Stock will 
invoice about $8,000. Will sell stock and 
rent store if necessary. Village is of 
about 1,000 people with a good farming 
community surrounding. Tire ee 

n. Have city water and have gun 
preliminary proceedings for a sewer sys- 
tem to put in next year. Address 
B-48, care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 620 South 
Michigan Avenue, Chicago, Illinois. 17-4t 

















Wanted at Once—Good all around tin- 
ner for steady job the year around. A. 
W. Wagner, Woodstock, Illinois. 17-4t 


Wanted—Good all around tinner and 
furnace man. Steady job. $42.00 per 
week. Paul Groeschel, Marshall, a 


Wanted at Once—Two good tinners for 
guttering and general repair work. Ray 
Wright, 216 S. State Street, Jackson, Mis- 
sissippi. 20-3t 


Wanted—A good tinner and plumber. 
Steady employment. Please state wages 
desired. C. J. Johnson, Dell Rapids, South 
Dakota. 20-3t 


Wanted—A combination tinner who has 
done some plumbing. St y work and 
wages according. Eckhard Mercantile 
Company, Alton, Illinois. 18-3t 














MAKE YOUR BUSINESS PAY by read- 
ing the book of that title. This book ig a 
thorough treatise on the subject, writ- 
ten by one who has been in nal 
contact wtih contractors and 3-98 
men ~——.— ~ the country. is a 
complete usiness guide - in 
plain language with information based 
on actual methods. This book con- 
tains 175 pages, is bound in cloth and 
measures 6x9 i. Price, $2.00. With 
AMERICAN ARTISAN one year (52 is- 
sues), $3.35. A valuable book for any 
business man. Learn the methods used 
by the most successful men_ and apply 
them to our business. Now more 
than ever before business methods that 
are sound and sure should replace the 
paptenere. All sent tis 

o books enemas. Address 
CAN ARTISAN, 620 South Michigan 
Boulevard, Chicago, Illinois. 





Wanted—Two or three good tinners and 
furnace men. Union shop. Wages good. 
Southern Illinois. Write to R. Barden, 413 
West Main Street, Carbondale, — oo 


Wanted—A good all around tinner. 
Wages $1.00 per hour, 9 hours per day. 
No union here. Married man preferred. 
Steady work. Sterling Sheet Metal and 
Roofing Company, Sterling, ene a 


Wanted at Once—One good plumber; 
ulso with some knowledge of hot water 
and hot air heating. Married man pre- 
ferred. Good town and schools. County 
seat, 3,000 population. State wages 
wanted in first letter. Edward Kelly, 
Carthage, Illinois. 17-4t 


SITUATION WANTED 




















Wanted—A situation with a goes f fur- 
nace house as salesman. Have 35 
years’ practical experience in 4, - heat- 
ing line. Address 59 Ford Street, Ogdens- 
burg, New York City, N. Y. 18-3t 


Situation Wanted—By a first-class tin- 
ner. Understand all branches of the 
trade and can also do furnace heating 
and ventilation, lay out my patterns and 
work. Have had 12 years’ experience. 
Am 32 years of age. Can take up new 
position at once. Address 603 Phelps 
Street, Peoria, Llinois. 17-4t 








Situation Wanted — By enameler; Al 
with large concern or stove manufactur- 
ing firm in all lines, kitchenware in all 
colcrs, stoves and ranges, refrigerators, 
etc. Good references. Please address B-49, 
care of AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 South Michi- 
gan Avenue, Chicago, Illinois. 20-3t 


TINNERS’ TOOLS 


For Sale—One set tinner’s tools. Red- 
lich & Son, Jerseyville, Illinois. 20-3t 


For Sale—Set tinners’ tools, including 


brake. Address 718 Sycamore Street, 
Eureka, Kansas. 17- 4t 


BOOKS 
































HELP WANTED 


Wanted at Once—A good plumber. 
Steady work all winter. Adam Auch and 
Son, Menno, South Dakota. 18-3t 


Wanted—A (first-class tinner and 
plumber; also to do pump repairing. 
Must be steady worker. Give wages and 
references in first letter. Address Lin- 
gard and Martinson, Mt. Horeb, Wis- 
consin. 19-3t 


Wanted—Man capable of taking charge 
of tin and plumbing — in town of one 
thousand population. ood wages and 
steady work for man who can make 
‘ood. say _Maséware Company, Fair- 

eld, Nebras 18-3t 


Wanted at Once—Two first-class sheet 
metal workers and furnace men. Must 
be good all around men. $1.00 per hour 
and steady work. Uniom shop. Address 
Standard Sheet Metal Works, Corner 

















Water and Genesee Street, Wauk 
THinois. . 18-23% 





Wanted—Men who know their trade 
from A to Z. That’s the way the adver- 
tisements for Help Wanted start. You 
can learn more about your trade if you 
read good books on the subjects you are 
less familiar with. For a book covering 
the subject of Warm Air Heating thor- 
oughly, you should read Snow’s Furnace 


Wi 234 pages. Price $2.50. With 
ARTISAN: one vear (52 
issues), 33 85. Order your copy today 


from AMERICAN ARTISAN, 620 South 
Michigan Avenue, Chicago, Illinois. 





For Sale—To those who wish to save 
time and money, J. W. Conchar’s PRICE 
MAKER AND PROFIT DETERMINER is 
just the thing you need. This handy 


volume will be of the greatest value to | 


you in regulating the list and selling 
oie ye of any article. 

k are arranged to show the sold cost 
and the net profit and the percentage 
that must be added to the actual ware- 
house or store cost to bring the result 


desired. 170, pages. Cloth $2.00, postage | 

prepa repaid. Address AMERIC RISA t 
ma South Michigan a Chicago, 
lino! 


TINSMITHS—Make yourself more effi- 
cient and increase your earning capacity 
by purchasing a copy of KITTREDGE’S 
NEW METAL WORKER PATTERN 
BOOK; used by masters, foremen and 
cutters. It contains solutions of the in- 
dividual pattern problems in every de- 
partment of sheet metal wrk, giving the 
complete methods of laying out all forms 
of work. It is an ideal text book for 
either home study or the class room, for 
it takes up every detail from the selec- 
tion of the tools, throughout linear and 
geometrical drawing, to development of 
difficult problems by triangulation. No. 
previous knowledge of drawing or mathe- 
matics is necessary. 438 we ~ ; 744 — 
trations. 10x13 inches. h; — $6.00 
postage prepaid. Send for your cop y to- 
day to DANIEL STERN, 620 South Mich- 
igan Boulevard, Chicago, Tilinois. 








SPECIAL NOTICES 








Special Notices are charged 
at the rate of $3.00 
per inch per insertion 


ATEN TS 


HUBERT E. PECK 


/tcorner 
ASHINQGTON, D.C 


Patent 
Pacific Bullding, W 

















The tables in this 


FOR SALE 


Established hardware and sheet 
metal business, located on one of 
the business streets on the north 
side of Chicago. Will bear closest 
investigation. Address D-37, 
Care of AMERICAN ARTISAN 
AND HARDWARE RECORD, 
620 South Michigan Avenue, 
Chicago, Illinois. 25-ufn 


FURNACE SALESMAN WANTED 


Should be thoroughly familiar with 
furnace business and have a large 
acquaintance with the trade in 
Central States. When replying 
give experience and qualifications. 
All correspondence treated con- 
_ fidential. Address D-45, care of 
AMERICAN ARTISAN AND 
HARDWARE RECORD, 620 
South Michigan Avenue, Chicago, 
Illinois. 18-3t 























